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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 








CENTRAL STATES LIFE A Progressive SURETY and CASUALTY Company 
INSURANCE COMPANY | 


ST. LOUIS, MO. 
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Our | Mean what they say | our ENTERING NEW TERRITORY 


Policies Say what they mean Policies 




















This Company will enter a number of 


No 46 Frills” Southern States in 1922. 


Its Annual Statement for 1921 
Its Double Indemnity and Waiver and Annuity 


No “Limitations” | <= 


Its Free Health Service for Policyholders 
Its thoroughly modern policy contracts 


a6 pa 99 
N 0 Evasion S Its training course and circulating library for agents 


Its pension plan for the agent’s family 


No be Excepti 0 ns Its unusual General Agent’s contract 


Its practice of rendering real personal service 
PROVE THAT IT IS GOING AHEAD! 





Designed for Business and ProtessionalMen 
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For a direct contract with the Home Office 


Issued by the OLDEST Accident Association of its kind Address 
in the United States W. CASWELL ELLIS, Agency Manager 


For Terms and Territory Address SOUTHEASTERN LIFE INSURANCE CO. 


ERNEST W. BROWN, Secy.-Treas. ST eee 
BROWN BLDG. DES MOINES, IOWA : GREENVILLE, S. C. 
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Are you the man to 


take charge of (HS 


An Insurance Company over 25 years old realizes the 
big opportunity of doing a big business in Denver—the 


mile high city. 


This Company has over a. hundred million dollars 
insurance in force—a healthy surplus, and an unusually 
complete line of policies. It has everything necessary 
to open a profitable agency except the right man, and it 


now seeks him. 


If you are the right man, you have a wonderful oppor- 
tunity to increase your income, and live in one of the most 


healthful and interesting cities of the World. 
If you are the right man, the Company will pay you 


generous salary 

a commission 

a renewal 

will furnish an office equipped and maintained. 


The Opportunity is Big So the Man Must be Big 


You are the right calibre man if you have: 


1st Successful City underwriting experience. 
2nd A financial responsibility of at least $25,000. 


3rd A record of an earning capacity of at least $10,000 
per year for the past three years. 


4th A standing in your present community that shows 
your ability to connect with the very best business 
and professional men in Denver. 


To eliminate unnecessary correspondence enclose 
bank reference with your application, and mail to Bigger 
Income, Courant, Oak Park, IIl. 




















THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 
Sold in quantities to Companies and General Agents 
as follows: 
PRICES: 


100 copies..........$4.50 
500 copies 


1000 copies. ......$30.00 
id 5000 copies 120.00 
10,000 copies......$225.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 








ADVICE OF GREAT VALUE TO 
THE AMERICAN PEOPLE — 


LIFE INSURANCE IS UNQUALIFIEDLY EN 
DORSED BY PRESIDENT HARDING, | 
AND EX=PRESIDENTS WILSON, 4 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAIN 
THEIR PORTRAITS AND OPINIONS GIVEN TO Til 
SPECTATOR. ‘ 


Single copy 
100 copies 
500 cepies..........15.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STRES 
INSURANCE EXCHANGE NEW YORK” 


1000 copies.......94 Q 
5000 copies. .... .. 1004 
10,000 copies. .... .. 1804 


15 cents 








Tux Srzcrator is published every Thursday by The Spectator Company, at 185 William Street, Vew York. N. Y. Entered as second-class matter June’ ; 
at the Postoffice, New York, N. Y., under the act ef March 8, 1879. Tux Spectator, Volume CVIII, Number XX, May 18, 1922; $4.00 per annum. , 
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‘Life Insurance Business in 1922 
| Forty-one Leading Companies in the Aggregate Increased Their 
| Business in First Four Months 





HE life insurance world is always the early months of the year, nevertheless supplied 
interested to obtain accurate reports to THE Spectator confidentially the amounts of 
of increases or decreases in the business written for the first four months in 1922, 
yp i business of life insurance companies in comparison with the corresponding figures for 
ees during the first four, five or six 1921, for inclusion in our aggregates, so as to com- 
APU6GLQ( months of the year, as indicating plete them, in order that an approximate idea might 
in a measure what will be the re- be gathered by this journal, for the information of 
sults of the transactions for the current year incom- the life insurance field, as to the results of the 
parison with the previous year. business as a whole during the months thus far 
With a view to obtaining the general achieve- passed. 
ments of the life business throughout the country in The companies named in the tabulation presented 
‘the first four months of the current year, in com- herewith, including those supplying their figures for 
Patison with the corresponding period of last year, inclusion in the aggregates compiled by THE Spec- 
Tur Specrator communicated with 46 life insurance TATOR, represent nearly ninety per cent of the writing 
‘‘ompanies having over $100,000,000 insurance in power of the country, and therefore, from the results 
force, Forty life insurance companies reported their presented in the total amounts in the tabulation here- 
‘figures to Tue Spectator in the aggregate for the with, there is conveyed a very fair estimate of the 
' four months mentioned, including all the so-called progress of the life insurance business in America 
“giant companies, and one additional company re- during the first four months of this year. 
Ported about even results. Only one of the five com- The total new business reported to THE SpEc- 
Panies not reporting their figures to THE SPECTATOR TATOR as having been written in January, February, 
fn be called one of the biggest companies, it ranking March and April, 1922, aggregates $2,333,586,780, 
Mout number twelve, and the other four are small whereas the amount written in the first four months 
fompared with the leading companies. of 1921 by the same companies amounted to $2,246,- 
: Six leading companies, which do not make it a 497,991. These figures therefore indicate a sub- 
Practice to give publicity to their figures in detail in stantial increase in the business obtained by the lead- 
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ing companies transacting life insurance during the 
present year; although, of course, not approaching 
the business of the banner year 1920. However, one 
or two companies, whose figures are embraced in 
these aggregates, indicate that their business in 1922 
will exceed even the business of 1920. While the 
increase for forty-one leading companies in 1922 over 
1921 averages a little more than three per cent, it 
will be borne in mind that the business of 1921, while 
it fell $1,200,000,000 (ordinary, industrial and group, 


COMPARATIVE LIFE INSURANCE 


INSURANCE WRITTEN FIRST 4 MONTHS 


Name of Company 1921 1922 
OE oo ie pane seve sca $ 131,244,412 $ 124,554,461 
CT cgi oeeehes, Seeee vee aware weasies 
Bankers Life, Iowa ......... 32,091,000 29.701,000 
eS 6,253,062 5.825,963 
TE caw Gks% SHRRSE RES “KRAEMER 
Columbian National .......... 8,702,246 7,013,065 
Connecticut General .......... 46,387,630 49.531,383 
Connecticut Mutual .......... 24,684,233 23.401.319 
a re Exceeded 1921 
Equitable Life, Iowa ......... 22,936,375 18,689,019 
DE iwinaganiees 49n888eees  wesadvarias 
a 1 1,900,000 10,100,000 
Great Southern, Texas ....... 6,109,635 4,907,128 
ee eS [5,000,000 15,000,000 
brome Lite, N.Y. ..2..5.5005: 6,859,104 8,055,621 
ee Cie Geke, SeeKoeehee “me caummas 
International Life ........... 20,148,000 14,312,000 
Jefferson Standard ........... 16,300,000 16,600,000 
Kansas City Life ............ 16,750,000 14,250,000 
Lancom Patiomal ............ 24,894,913 28,642,176 
Massachusetts Mutual ........ 53,355,443 54,288,283 
ee 34,907,000 32,401,000 
Mutual Benefit ............... 43,434,931 45,720,355 
CE ENG TER xnsekcswnss 4400 seeeee Slightly ahead 
2 eee ee 21,732,035 20,401,709 
National Life of U.S.A. ...... 1 1,920,000 12,169,000 
New England Mutual ........ 30,688,000 20,276,000 
PO BOE CREE icaicaccegines seeeecawe’ Slight decrease 





a Ordinary business; > Industrial business; ¢ Ordinary and Industrial business. 


264 companies) below that of 1920, was still well 
above that of 1919, in which year, up to that time, 
by far the greatest yearly record of production of new 
business had been made. 


The companies still have two-thirds of the present 
year in which to produce business, and the indications 
are that they will write an aggregate business in 1922 
that will be only second to the banner year 1920. 


While the decrease in business last year was ex- 
pected, because of the period of reconstruction, it 
looks as though the decline has reached the minimum 
point, and that the tide may be turning. 

To the energetic pushing agent, the life insurance 
situation is always optimistic. In good times wise 
people prepare for the dark days and secure life 


— 


insurance or increase the amount of their insurance 
In times of depression, when business is bad, Wise 
men realize the seriousness of life even more at that 
period, and readily throw an anchor to w indward by 
securing insurance protection. 

The life insurance companies, their steadily de. 
veloping agency forces, the numerous life insurance 
publications of THE SPEcTATOR, including agents’ 
helps, and leaflets going to millions of prospects, have 
from year to year steadily educated the public as jp 


BustINEss IN Four Montus 

INSURANCE WRITTEN FIRST 4 Mowtys 

Name of Company 1921 1922 
Northwestern Mutual ........ 109,830,375 100,117,722 
Northwestern National ....... 12,773,508 13,103 053 
Pacine Mtwal 5. oss sc cdess 28,100,000 25,100,000 
ge eer ee 47,331,026 54,017,531 
Sg) ree 19,557,933 20,170,309 
Provident Life and Trust ...... 29,677,200 26,251,800 
A I anges eccicncicn cent Orlane Slight falling off 
Southwestern Life ........... 11,000,000 8,000,000 
Oe cc cwekacweaen” cee eeeaece sides lana 
state BEGGAR «cisco ss cscanss 17,734,041 18,889,661 
I ss. sictiiontn nak senses, , Mane ae «shgeteae 
Go ee aa 50,060,018 54,463,375 
Industrial Companies 
American National, Tex. ..... ¢ 19,079,000 19,240,000 
John Hancock Mutual ....... @ 52,317,600 55,045,200 


c 

a 

; b 33,558,825 6 39,400,116 

Life Insurance Company of Va. a 5,643,945 a 5,137,580 
b 


b 5,626,119 7,538,053 
ectoopotet Lile:..c.ciccisve sevntccece peeeeeee 
PEE S 2ctivindeeanenane< Saeki. «5:sieaaeelion 
Western and Southern ....... > 29,324,130  ¢ 33,513,360 


Aggregates of 33 companies 


ee ere eet 1,057,913,359  1,045,491,702 
Aggregates of 6 large companies 

reported confidentially .... 1,188,584,632 — 1,288,094,988 
Aggregates of 40 companies 

Le nm 2,246,497,991 — 2,333,586,780 


the benefits of protection, preaching ‘the gospel of life 
insurance, so that the opportunities were never 
great to interest a large and growing population in the 
desirability of indemnifying their lives under policy 
contracts. 

As will be noted from the tabulation herewith, and 
from all that is said in this article, so many life insur 
ance companies have already increased their busines 
in 1922 that every single agent of each company, of 
ambitious mind and being loyal to his company, 
should seriously feel his responsibility to better his 
record for the present year over 1921. Thousands of 
agents have already done this, thus far this year 
Many agents will write in 1922 as much business ® 
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in 1920. If your 1922 business is not yet Plus, look 
out for your own record, Mr. Agent! 
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MORE INSTITUTIONAL ADVERTISING 

HE plot thickens. A few weeks agc 
T the radio listener-in could hear 
statements and rumors concerning the 
coming campaign of institutional adver- 
tising of life insurance. The first broad- 
casting was in the nature of a mysterious 
intimation of something great that was 
about to happen. Then it was crystallized 
ito a statement that Frederick Bark- 
hurst, St. Louis, had contracted with the 
National Life Under- 
writers to send out daily a human inter- 
est story relating to life insurance, which 


Association of 


was to be printed in 500 leading news- 
papers, the whole expense not to exceed 
$10,400 per annum. 

The listener then received intimations 
that Mr. Barkhurst had denied that he 
is connected with the plan and, later, that 
he is non-committal as to such a cor- 
nection; but that another volunteer had 
appeared to fill the aching void. The 
Red Letter Service Company, with a 
mail address at 500 Fifth avenue, New 
York, has been sending out a letter to 
lewspapers, printed on a Western Union 
telegraph form, in which it offers to sup- 
bly, free of charge, “the greatest thing in 
the world—a daily column of unusually 
night, entertaining news and comment on 
fe insurance values, approved by the 
National Association of Life Under- 
\ters.” This it holds out as a lure for 
he obtaining of advertising, stating that 
's publication will give papers using the 
matter “the advantage over competitors 
"getting this new, rich business. Large 
“mpanies will place contracts through 


your regular agency—local underwriting 
firms will buy space direct. Both Na- 
tional and Siate associations of under- 
writers will cooperate fully with you in 
aeveloping long-time contracts.” 

The situation in connection with the 
projected life insurance institutional ad- 
vertising scheme seems to grow more 
complicated, as will be noted from the 
article printed on another page. Soon 
it will require the services of a Conan 
Doyle to straighten out the complexities. 
Ir. the meantime, probably the daily news- 
paper editors are guessing as to who will 
supply the matter which they are ex- 
pected to grab at hungrily, in order to 
print without compensation (but with 
an eye upon getting “this new, rich busi- 
ness’), and the insurance world is won- 
dering what the outcome will be. It wil! 
be interesting to learn, if possible, wher 
the Red Letter Service Company iits 
into the situation, but. nobody will tell. 

The position of THE Spectator should 
not be misunderstood in connection with 
the subject of institutional advertising 
of life THE SPECTATOR 
strongly favors practical institutional ad- 


insurance. 


vertising, which brings the advantages of 
life insurance to the attention of those 
who need it. However, in its issue of 
March 30, THE SPECTATOR was the first 
itisurance journal to express the convi-c- 
dis- 
and 
anJl 


tion that the plan which was under 
cussion was “fraught with danger” 
weuld not prove to be practicable, 
up to this day the advice given in that 
article can profitably be foNowed by the 
National Association as an offset to re- 
cent apparent blunders committed. 

We repeat a statement in that article, 
in case it was not read by every officer 
of tiie National Association: There is a 
growing tendency on the part of the best 
conducted and most influential news- 
papers to refuse to print any pres: 
ageucy propaganda to further a specia! 
interest. The opinions of and the alleged 
information disseminated by the other 
kin of papers count for very little. 





N several occasions the writer has 

heard persons who have been soli- 
cited for life insurance severely criticise 
the practise of the companies in attempt- 
ing to “rate them up.” This term gener- 
ally signifies the quoting of a rate for 
actual age of 
we have ever 


an age greater than the 


the prospect. So far as 


5 


been able to discover, the criticisms men- 
They 
arose solely from the fact that the per- 
sons solicited were misled by the process 
through which the companies arrived. at 
equitable ratings. To the person not 
familiar with the business of life insur- 
ance there is no apparent reason why he 


tioned were not soundly based. 


should be rated several years older than 
he in fact is, in order to charge him a 
It is a practice whicl:, 
though perfectly equitable, is not always 
To 


ihe insurance man it is all very simple 


higher premium. 
easily explainable to the prospect. 


and is a method making unnecessary the 
quoting of extra sets of rates to the 
But to a doubtful prospect 1; 
often appears as nothing more than a 
clever scheme to extract from 
larger premium than that paid by his 
neighbor. The announcement this week 
that the Prudential Insurance Company 
of America will inaugurate a plan for 


agent. 


him a 


issuing rated policies based on the actual 
age of the applicant and that it will nct 
“rate up” ages, gives special significance 
to our previous conclusions on this sul- 
ject. The plan of the Prudential leaves 
the applicant no wedge for unfounded 
criticism of the insurance 
methods and his only complaint, if any, 


company’s 


must be that the examining doctor was at 
fault. The Prudential having realized 
that rejections are costly, and that the ap- 
plicants rejected are particularly in need 
of life insurance, has announced a very 
sensible plan of caring for that class of 
business. This brings the greatest in- 
dustrial company in the United States 
among ‘he ranks of the companies which 
are endeavoring as far as possible to 
broaden their field of protection so as to 
include such persons as might not other- 
wise have been able to obtain needed life 
insurance. 





HI manner in which the late Henry 
Pp 
left his estate furnishes to life insurance 


Davison is reported to have 
salesmen an excellent example of the 
value of their preachments during the 
past few years. The need of ready casi: 
has been persistently advocated in the 
case of large estates by the life insurance 
men for the past few years ; and not with- 
out cause. The readjustments necessary 


to the settling of an estate following its 
death are sufficient cause 
Of late years the inherit- 


owner’s for 


this need. 
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‘THE romance of the ten years in{the history of the Missouri StatefLife, shown 
above, has earned for this Company the title of “the fastest growing big Life 
Insurance Company in America.” 





While we are depicting the growth of the Company in the increase in number 
of Home Office employees, the composite growth has been comparatively as great. 


Today—s5o0o0 Home OfficeJemployees and 2,000 representatives in 39 States and the territory 
\| of Hawaii are serving 140,000 policyholders. $340,000,000 Insurance in Force—Income 1921 
$12,000,000.00. 






To serve policyholders with complete protection has been the constant aim of the Company 
and our expansion in service has kept pace with the economic progress of this period. Today, 
our representatives are fortunate in being able to offer their clientele protection in Life, Accident, 
Health, and Group Insurance. 






ay 


SAV 









Extend your service to policyholders. A Missouri State Life Contract multiplies your oppor- 
tunities. 







Send for booklet of Company Facts 
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Missouri State Life Insurance Company 


—ORGANIZED 1892— 
M. E. SINGLETON, President Home Office, St. Louis 


LIFE ACCIDENT HEALTH GROUP 
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| ance tax burdens have brought about easy to picture, from reports current, dividend accumulations and subsequent 

an even. more pressing need for ready how much different things would have dividends to policyholders, and are, 
a . ° . . 
cash. Mr. Davison was a man of been had Mr. Davison neglected to carry therefore, of great interest to all policy- 


extraordinary wisdom and foresight and 
prepared for every possible emergency 
by taking out life insurance known to 
have totaled well over $2,000,000. 
Financially speaking, life will go on as 
smoothly in his household as if he were 
alive and his executors may look forward 
to an easy task. They have not before 
them the problem of serious losses due 
to enforced liquidations, nor will they 
and it necessary to curtail the living ex- 
penses of Mr. Davison’s family until 
his affairs can be straightened. The 
dificulties incident to the death of a great 
man have often formed the basis upon 
which some enterprising novelist built 
a plot, but, due solely to the protection 
offered by life insurance, there will in 


any insurance. While it is not likely 
that his family would have suffered from 
want. they would most certainly have 


Leen inconvenienced seriously. 





THE DEATH RATE* 
T has been previously indicated that 
the average rate of interest earned by 
the older life insurance companies in the 
United States was higher in 1921 than 
The tabulation herewith 
presented shows that the average death 
rate for the year 1921, 0.79 per cent, 
was lower than in any of the prior 


ever before. 


twenty years shown, and by a substantial 
margin. Favorable ratios in these two 
increase in 


factors foreshadow an 





holders of life insurance companies. 

At the beginning of the twenty-year 
period shown in the table, the death rate 
was 1.19 per cent. For the first nine 
years there is fluctuation but no decided 
downward trend in the death rate. Since 
that time, however, the lowering of ihe 
death rate has been marked and is noticed 
in the ratios of the four five-year periods, 
the first quinquennial ratio of the 2o0- 
year period is 1.21 per cent, the second 
1.20 per cent, the third 1.14 per cent and 
the last 1.01 per cent. Here the declina- 
tion of the death rate in the last ten years 


is well marked. Beyond dispute it, more 


‘than anything else, tells the tale of the 


life extension and educational work tend- 
ing to combat disease and death carried 


* Copyright, 1922, 
York. 


this case be no such difficulties. It is by The Spectator Company, New on by the life insurance companies. Of 


THE DEATH RATE PER CENT OF MEAN INSURANCE IN FORCE OF FIFTY LIFE INSURANCE COMPANIES, 1962 TO 1921, INCLUSIVE 


















































































































































eames ee eee eee Ce i cee ve ; ; ; ——— 
| | | | AVERAGES. 
| 
902 p ¢ 5 ¢ ~ 3 | 1909 | 1¢ ¢ 912 § 9 1915 7 {19 9 $2 
COMPANIES. 1902 | 1903 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 |191 1913 | 1914 | 1915 | 1916 | 1917 |1918 |1919 | 1920 | 1921 1902 | 1907 | 1912 1917 | 1902 
to to to to to 
1906 | 1911 | 1916 | 1921 | 1921 
PREG foo. oan «0.00 1.32 | 1.30 | 1.26 | 1.29 | 1.25 | 1.30 | 1.22 | 1.27 | 1.29 | 1.24 | 1.29 | 1.18 | 1.35 | 1.24 | 1.38] I-19 | 1.46 1.05 | 095 | 0 82 | 1.29 | 1.27 | 1.22] I OL] 1.16 
American Central....... 0.29 | 0.45 | 0.45 | 0.29 | 0.36 | 0.39 | 0.53 | 0.49 | 0.48 | 0.68 | 0.58 | 0.56 | 0.64 | 0.74 | 0.65 | 0.57 | 1.22 | 0.80 | 0.52 | 0.66 | 0.36 | 0.52 | 0.64 | 0.72 | 0.64 
| Og S| CS 0.52 | 0.35 | 0.58 | 0.82 | 0.62 | 0.47 | 1.25 | 1.00 | 0.85 | 0.59 | 9.93 | 0.64 | 0.53 | 0-71 | 0.72 | 0.54 | 1.13 | 0-55 0.61 | 0.48 0.58 | 0.86 | 0.69 | 0.67 | 0.66 
Bankers, Neb........0.- © 34 | 0.58 | 0.39 | 0.30 | 0.34 | 0.37 | 0.32 | 0.51 | 0.35 | 0.30 | 0.35 | 0.36 | 0.47 | 0.36 | 0.38 | 0.41 | 0.91 | O50 | 0.47 | 0 32 | 0.38 | 0 37 | 0.36] 0.51 | 0.44 
BRITO sccic cece 1.20 | 1.05 | 1.01 | 1.44 | 1.26 | 1.29 | 1.18 | 1.46 | 1.42 | I.30 | 1.58) 1.15 | 1 75 | 1.70 | 1.47 | 1-28 | 1.74 | 1-44 | 1.26] 1.21 | 1.21 | 1.33 | 1.53 | 1.37 | 1.37 
GOA ac scciess S00 0.38 | 0.43 | 0.53 | 0.27 | 0.45 | 0.39 | 0.49 | 0.34 | 0.37 | 0.21 | 0.34 | 0.34 | 0.37 | 0.39 | 0.34 | 0.34 | 0.70 | 0.80 | 0.67 | 0 33 | 0 35 | 0.34 | 0.30 | 0.56 | 0.46 
Connecticut General... | 0.86 | 0 99 | 1.03 | 1.02 | 0.89 | 0.70 | 0.72 | 0.68 | 0.65 | 0.75 | 0.81 | 0.66 | 0.72 | o.gI | 0.91 | 0.62 | 1,22 | 0.70 | 0.58 | 0.66 0.96 | 0.71 | 0 82 | 0.74 | 0.76 
Connecticut Mutual.....| 2.50 | 2.75 | 2.97 | 2.64 | 2.50 | 2.57 | 2.33 | 2.46 | 2.37 | 2.34 | 2.21 | 2.18 | 1.80 | 2.00 | 1.78 | 1.58 | 1.98 | 1.64 | 1.39 | 1.28 | 2.68 | 2.42 | 1.98 | 1.54 | 2.09 
Equitable, New York ...| 1.25 | 1.36 | 1.27 | 1.28 | 1.35 | 1.44 | I. 1.57 | 1.50 | 1.50 1.48 | 1.39 | 1.41 | 1.52 | 1.49 | 1.40 | 1.66 | 1.21 | 1.13 | 1.03 | 1 30/| 1-52] 1 42 | 1.27 | 1.37 
Equitable, Des Moines. | 0 79 | 0.58 | 0.69 | 0.47 | 0.49 | 0.62 | 0.43 | 0.63 | 0.56 | 0.46 | 0.49 | 0.45 | 0.40 | 0.42 | 0.54 | 0.42 | 1.00 | 0.55 | 0.49 | 0 40 | 0.59 | 0.54 | 0.46 | 0.55 | 0.53 
Fidelity Mutual......... 1.31 | 1.08 | 1.09 | 1.13 | 1.13 | 1.17 | 1-18 | 1.35 | 1.29 | 1.29 | 1.33 | 1.20 | 1.38 | 1.41 | 1.49 | I-11] 1.71 | 1-15 | 0.99 | 1.04 | I 14 | 1.26} 1.36 | 1.18 | 1.24 
PO OS) a | 0 44 | 0.26 | 0.71 | 0.91 | 0.79 | 0.68 | 0.57 | 0.56 | 0.65 | 0.79 | 1.02 | 0.69 | 0.83 | 0.69 | 0.81 | 0.66 | 1.23 | 0.75 | 0.62 | 0.67 | 0.70 | 0.66 | 0.81 | 0.76 | 0.75 
LL Se eee | 1.00 | £.03 } 1.08 | 0.73 | 1.10 | 0.92 | 0.84 | 0.95 | 1.16 | 0.87 | 0.90 | 0.91 | 0.93 | 0.86 | 0.88 | 0.87 | 1.12 | 0.87 | 0.64 | 0.62 | 0.98 | 0.95 | 0.89 | 0.78 | 0 87 
Guardian, New York”. | 1.26 | £.29 | 1.32 | 1.33 | 1.18 | 1.27 | 1.43 | 1.38 | I.22 | 1.31 | 1.22 | 1.07 | 1.18 | 1.34 | 1.07 | 1.23 | 1.50 | 1.13 | 9.77 | 0.73 1.28 | 1.34 | 1.17 | 1.04 | 1.19 
Home Lif)s..0.6<<sss' | 1.15 | 1.24] 1.3% | 1.01 | 1.11 | 1.26 | 1.16 | 1.08 | 1.02 | 1.18 | 0.99 | O g1 | 1.14 | 1.05 | 1.16] 0 87 | 1.18 | 1.08 | 0.87 | 0.79 | I 16| 1.14 | 105 | 0.95 | 1.04 
HNGGISPESE: <5 «5-0: eco:s.0te- 2's 0 94 | 1.10 | 1.21 | 1.18 | 1.05 | 1.15 | 1.06 | 1.25 | 1.01 | 1.01 | 0.99 | 0.98 | 0.89 | 0.81 | 1.01 | 0.84 | 1.02 | 0.93 | 0.78 | 0.73 | 1-09 | 1.09 | 0.94 | 0.85 | 0.95 
John Hancock*......... 0.73 | 0.85 | 0.70 | 0.71 | 0.67 | 0.77 | 0.67 | 0.77 | 0.86 | 0 67 | 0.78 | 0 81 | 0.74 | 9.89 | 0.85 | 0.87 | 1.34 | © 83 | 0.73 | 0.65 [0 73; 975} 0.82 | 0.84 | 0.81 
Life Ins, Co. of Va.*....| 1 66 | 1.41 | 1.43 | 1.73 | 1.31 | 1.28 | 1.31 | 1.28 | 1.13 | 1.07 | 0.96 | 0 82 | 0-82 | 0.9 | 0 78 | 0.64 | 1 53 | 0.78 | 0.84 | 0.57 | 1.50 | 1.19 | 0 87] 0.79 | 0.89 
Manhattan............. 1.71 | 1.67 | 1.50 | 1.48 | 1.62 | 1.79 | 1.94 | 1.89 | I.91 | 1.97 | 1-79 | 1.61 | 2.05 | 2.11 | 1 88 | I.99 | 2.37 | 1-83 | 1.60 | 1.55 | 1.60] I.90] 1.90 | 1:85 | 1.81 
MaIVIAN ic wc cisseecicisc:: 1.48 | 1.57 | 2.32 | 1.51 | 1.85 | 1.02 | 1.70 | 1.16 | 1.22 | 1.14 | 1.64 | 1.16 | 1-67 | 1.55 | 1.20 | 1.09 | 2 00 | 1.50 | 0.91 | 1.04 | 1.74 | 1.25 | 1.45 | 1.35 j 1-41 
Massachusetts Mutual ..| 1.06 | 1.04 | 1.14 | 1.34 | 1.11 | 1.10 | 1.16 | 1.05 | 1.04 | 0.95 | 1.09 | I 04 | 1.03 | 1.11 | 1.09 | 0 98 | 1.39 | 0.94 | 0 99] 0.75 | I-14 | 1.05 | 1.07 | 0.96 | 1.03 
Metropolitan *.......... 0.77 | 0.78 | 0.84 | 0.81 | 0.73 | 0.76 | 0.79 | 0.81 | 0.77 | 0.74 | 0.75 | 0.75 | 0 72 | 0.76 | 0.77 | 0.76 | 1.21 | 0.83 | 0.66 | 0.57 | 0.78 | 0.77 | 0.75 | 0.76 | 0.76 
Michigan Mutual....... 1.13 | 1.05 | 1.07 | 1.08 | 1.14 | 1.38 | 1.17 | 1.13 | 1.40 | 1.34 | 1.16 | 1.28 | 1.25 | 1.29 | 1.09 | I 20| 1.35 | 0.98 | 1.02] 0.91 | 1.09 | 1.28 | r.21 | 107 | 1.17 
Minnesota Mutual,..... 1.71 | 1.50] 1.53 | 1.21 | 1.52] 1.58 | 1.39 | 1-34] 1.46] 155 | 1.34] 1.08 | 1.11 | 1.27 | 1.25 | 1.06] 1.44 | 995 0.65 | 0.63 | 1.47 | 1.47 | 1.21 | 0.87] 1.14 
Missouri State.......... 1.19 | 0.78 | 0.80 | 0.76 | 0.75 | 0.75 | 0.62 | 0.78 | 0.85 | 0 95 | 0.68 | 0 95 | 0.74 | 0.67 | 0.62 | 0 60 | 1.38 | 0 76 | 0.63 | 0.56] 0.81 | 0.81 | 0.71 | 0.74 | 0.74 
Mutual Benefit.......... 1.46 | 1.54 | 1.50 | 1.43 | 1.30 | 1.27 | 1.14 | 1.17 | 1.26 | 1.16 | I.22 | 1.05 | 1.07 | t.or | 1.12 | 0.97 | I 32 | 1.03 | 0.g0 | 0 83] 1.44 | I-19 | 1.08 | 0.99 | 1.11 
Mutual of New York... .| 1.42 | 1.39 | 1.44 | 1.37 | 1.40 | 1.62] 1.49 | 159 | 1.56] 1.55 | 1-52 | 1.46 | 1.56 | 1.57 | 1.59 | 1.48 | 1 68 | 1.42 | 1.33 | 1.10} I 40) 1.59 | 1.55 1.38 | 1.45 
National Life, U, S. A..| 1.24 | 0.81 | 1.03 | 0.90 | 0.81 | 0.92 | 0.88 | 1.02 | 0.91 | 0.87 | 1.27 | 1.01 | 0 92 | 0 95 | 0 94 | 1.01 | 1.49 | I 03 | 0.88 | 0.71 | 0.93 | 0.92 | 1.01 | 0.99 | 1.05 
National Life.......... 0.89 | 0.83 | 0.82 | 0.98 | 1.00 | 1.09 | 0.99 | 0.98 | 0.98 | 0.93 | I 09 | 0.92 | 1.02 | 1.14 | 1.08 | 1.06 T.29 | 1.04 | 0.05 | 0.86 }0 OI | 1.99 | 1.05 | I 02 | 1.00 
New England.......... 1.50 | 1.57 | 1-35 | 1-37 | 1-31 | 1-33 | 1-31 | 1.11 | 1.16] 1.11 | 1.24 | 1.02] 1.05 | 112] 109 | 1.C2 | 1.51 | 0.95 | 0.98 | 0.70 | 1.41 | 1.20] I.10 | 1.00] 1.12 
New York Life. ........ 1.07 | 1.02 | 1.15 | 1.07 | 1.03 | 1.14 | 1.12 | 1.18 | 1.17 | 1.20 | 1.21 | 1.16 | 1.17 | 1.23 | 1 24 | 1.20] 1.46| 1.19 | 1.04 | 0.€7 | 107 | 1.16] 1.21] 1.13 | 1.14 
Northwestern Mutual. ..| 0.89 | 0.98 | 1.01 | 1.04 | 0.97 | 0.94 | 0.94 | 0.89 | 0.96 | 0.95 | 1.00 | 0.91 | 0.93 | 1.00 | 1.07 | 0.92 | I.2I | 0.99 | 0.91 | 0 80 | 0.98 | 0.93 | 0.98 | 0.95 | I.00 
Pacific Mutual......... 0.99 | 0.87 | 0.76 | 0.81 | 0.91 | 0.94 | 0.84 | 0.73 | 0.89 | 0 81 | 0.86 | 0.85 | 0.87 | 0.93 | 0.83 | 0.83 | 1.32 | 0.89 | 0.66 | 0 67 | 0.86 | 0 84 | 0.06 | 0.85 | 0.84 
Penn Mutual........... 1.00 | 0.95 | 1.00 | I.10 | 1.02 | 1.17 | 1.01 | 1.06 | 1.12 | 1.08 | 1.16 | 1.09 | 1.1g 1.13 | 1.18] 1.10] 1 52] 1.12] 1.15 | 0.87] 1.02 | 1 0g} 1.15 | 1.20 | 1.12 
Phoenix Mutual......... 1.19 | 1.46] 1.35 | 1.36 | 1.14 | 1.21 | 1.18 | 1.24 | 1.29 | 0.99 | 1.26 | 1.14 | 0.99 | 1.16 | I.co | 0.93 | 1.38 | 0.98 | 0 85 | 0.76] 1.29 | 1.18] 1.11 | 0.94 | 1.13 
Presbyterian Ministers .| 0.74 | 0.71 | 0.64 | 0 93 | 0.51 | 0.98 | 0.44 | 0.67 | 0.54 | 0 62 | 0.72 | 0 63 | 0.54 | 0.85 | 0.64 | 0.74 | 0.75 | 0.77 | 0.71 | 0.69 | 0.68 | 0.64 | 0 67 | 0.66 | 0.70 
Provident L. and T...... 0.91 | 1.10 | 0.84 | 0.87 | 0.96 | 1.10 | 0.94 | 0.g0 | 0.85 | 0.gT | 0.95 | 0.79 | 0.76 | 0.74 | 0.83 | 0.70 | 1.17 | 0.78 | 0.73 | 0.76 | 0.93 | 0 98 | 0.81 | 0.78 | 0.85 
Prudential Beets alsoe cic 0.67 | 1.00 | 0.80 | 0.77 | 0.78 | 0.79 | 0.78 | 0.74 | 0.86 | 0.74 | 0.76 | 0.74 | 0.74 | 0.83 | 0.81 | 0.77 | I 21 0.83 | 0.72 | 0.61 | 0.80 | 0 78 | 0.78 | 0.80 | 0.79 
Register Life........... | 0.53 | 0.47 | 0.83 | 0.56 | 0.33 | 0.69 | 0.54 | 0.55 | 0.55 | 0.58 | 0.75 | 0.27 | 0.56 | 0.40 | 0.58 | 0.38 | 0.90 | 0.50 0.38 | 0.45 10.54 | 0.58 | 0.51 | 0.51 | 0.52 
Reserve Loan.......... | 0.64 | 0.61 | 0.57 | 0.22 | 0.32 | 0.58 | 0.53 | 0.48 | 0.57 | 0.58 | 0.82 | 0.75 | 0.76 | 0.75 | 0.62 | 0.79 | 1.05 | 0.08 | 0.61 | 0.57 | 0 40 | 0.55 | 0.73 | 0.71 | 0.66 
Royal Union........... 0.77 | 0.85 | 0.73 | 0.64 | 0.56 | 0.71 | 0.81 | 0.85 | 0.88 | 0.68 | 0.73 | 0.57 c.88 | 0.82 | 0.66 | 0.88 | 1.23 | 0.69 | 0 70 | 0.47 } 0.70 | 0.78 | 0.73 | 0.7, | 0.76 
St. Louis Mutual. eooes | 2.43 | 1.97 | 2.64] 1.46 | 2.85 | 0.43 | 1.41 | 0.44 | 1.69 | 1.11 | 1-35 | I-24 | 0.61 | 0.61 | 0.79 | 0.86 0.96 | 1.72 | 1.28 | 0.77 | 2.28 | 1.06 | 0 88 | 1.12 | 1.15 
Security Mutual, N. Y..| 1.08 | 0.95 | 1.04 | 0.98 | 1.13 | 1.13 | 1.22] 1.11 | 1.25 | 1.14 | 1.25 | 1.18 | 1.30 | 1.28 | 1.33 | 1.09 | 1.49 | 1-25 | 0.94 | 0.90 | 1.04 | 1.17 | 3.27 | 1.12 | 1.15 
State Life, Ind.......... 0.47 | 0.67 | 0.58 | 0.60 | 0.76 | 0.81 | 0.72 | 0.58 | 0.80 | 0.72 | 0.91 | 0.87 | 0.91 | 0.77 | 0.78 | 0.97 | 1.24 | 1.c2 | 1 02 | 0 65 J 0.62 | 0.57 | 0.89 | 0 95 | 0.71 
State Mutual, Mass..... 0.76 | 1.26 | 0.97 | 1.26 | 1.00 | 1.15 | 1.21 | 1.17 | 1.12] J.09 | 1.18 | 1.02 | 1.14 | 1.16 | 1.17 | 0.84 | 1.31 | 1.18 | 0.98 | 88 | 1.05 | 1.15 | 1.13 | 1.03 | 1.08 
y Deets.» ma esheare. Sernie 1.01 | 1.29 | 1.24 | 1.43 | 1.15 | I.05 | 1.16 | 1.13 | 1.01 | 1.19 | 1.03 | 0.90 | 0.88 | 1.07 | 0.97 | 0.86 | 1 25 | 0.78 | 0.71] 0 64 | 1.23] 1.11 0.96 | 0.79 0.89 
‘ion Central.......... 0.74 | 0.74 | 0.83 | 0.75 | 0.86 | 0.85 | 0.89 | 0.95 | 0.86 | 0.85 | 0.92 | 0.71 | 0.87 | 0.90 | 0.95 | 0.86 | 1.19 | 0.95 | 0.82 | 0.70 | © 79 | 0.88 | 0.87 | 0.90 | 0.81 
nion Mutual........., 1.25 | 1.09 | 1.20 | 1.09 | 1.09 | 1.17 | 1.12 | 1.20 | 1.25 | 1.20 | 1.30] 1.16 | 1.13 | 1.10 | 1.31 | 1.27 | 1.28 | 1.27 | 1.18 | 1.22] 1.14 | 1.19 | 1.20] 1.24 | 1.23 
H Mited States........., 1.32 | 1.32 | 1.69 | 1.86 1.68 | 1.84 | 1.61 | 1.90 | 1.85 | 2.25 | 2.25 | 1.61 | 1.45 | 2.29 | 1.68 | 1.93 | I-91 | 2.23 | 1.74 | 1.55 | 1.56 | 1.88 | 1.86 | 1.88 | 1.77 
1S Western & Southern... ./0.48 | 1.03 | 0.87 | 0.89 | 1.09 | 0.95 | 0.73 | 0.86 | 0.84 | 0.69 | 0.75 | 0.83 | 0.71 | 0.77 | 0.81 | 0.67 | 1.17 | 0.68 | 0.67 | 0.63 | 0.93 0.81 | 0.78 | 0.72 | 0.76 
—- |—- ] —- | —-]| —- ]| ——- | —.- | —_-| —_- | ——_- |——- | —_- | —_- | —-- | ——_- | —_-} 2 —|———| ——--| —___ = 
Averages (50 cos.)....| 1.19 | 1.22 | 1.23 | 1.21 | 1.18 | 1.26 | 1.20] 1.21 | 1.201 1.171 1.18 | 1.09! 1.12! 1.16! 1.16! 1.06! 1.40! I 05 | 0.92 | 0.79! 1.21 | 1.20! 1.14] I.or] 1.13 
* Not including industrial business. 
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N Blacksteck, Pres. Emil Johnson, Secty. 


COMPLETE COVERAGE 


Automobile 
Insurance 


§uternational Indemnity Co, 
Home Office: Los Angeles 









































QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding tn 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 


































HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This bookis substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY f 

Orders and remittances should be sent to 

Ds 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 





1922 POCKET STATISTICs| 


Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition 
of the principal stock fire insurance_companies in comparative 
form for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX 
showing the financial condition and business transactions of 
American and Canadian life insurance companies in compar. 
tive form for five years. 

THE POCKET REGISTER OF LIFE ASSOCIATIONS, showing 
the condition and business stipulated premium, assessment 
and fraternal associations; comparative tables for five years, 

THE POCKET REGISTER OF ACCIDENT IN SURANCE, 
showing the condition and business of stock and assessment 
accident insurance companies and associations transacting 
personal accident insurance; comparative tables for five years, 

THE HANDY CHART OF CASUALTY, SURETY AND MISCEL.- 
LANEOUS INSURANCE COMPANIES IN AMERICA, 
showing detail condition and business of over 100 companies 
transacting various classes of business in comparative form 
for ten years; also additional table listing 174 companies not 
writing multiple casualty lines, or whose operations are more 
limited, showing one year’s figures only. 

The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1921. The tables are made up in 
convenient pocket form, having serviceable manila covers, and are invaluable 
toinsurance men of all classes for ready reference. These publications are 
frequently spoken of as ‘‘Spectator Charts,’’ and have become standard authori- 
ties because of their trustworthiness and the convenient manner in which they 
are made up. 


PRICES 
In Manila Cover 75 cents In Flexible Pocketbook $1.25 
THE SPECTATOR COMPANY 
CHICAGO OFFICE 135 WILLIAM STREET 
JNSURANCE EXCHANGE NEW YORK 









































INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums............... $1,149,297.48 


Ar toe EN MNEROE 5c 6 (sic o's we ow 8 sie de daa SieereRlenie's 257,293.41 

SS ET 

Beeb SNE AI NEG fois 5 oa ise se vo sc ois (ss ao 5s Sis oe se POD OONETD 

Saspias te Policyholders. ..... ........0cc0sccccses 1,488,687.75 
Zotal Assets .....cccscss $2,895,278.64 

Wm. H. Palmer, President E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J. C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $1,250,000.00 


Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





“BASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President NEAL BASSETT, V.P, and Mgr. 
JOHN EAY, Vice-Pres. W. T. BASSETT, Ass’t Manager 


A. H. HASSINGER, Sec’y 
NE j 


WARE, N. J. CHICAGO, ILL. 

















NOW READY 
Just the Book you have been Waiting for 





A New EpucaTIONAL TREATISE FOR 
Fire INSURANCE STUDENTS 


Building Construction 


As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. DOMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 
Messrs. Dominge and Lincoln are authors of the standard publication 


Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 


Prices: 


en dh, EOI CRON OT ei $1.00 
Tas ClOCh: BIMGING ... .60.cccccccsoes as cesioensia $1.50 


Liberal Discounts in wholesale quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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course, the heavy writings in the past few 
vears have placed a great percentage of 
sdected lives on the company books. 
These lives, of course, have an expectedly 
low mortality. And again it can be said 
that the epidemic of 1918 quickened the 
end of many with constitutional weak- 
nesses Whose mortality would have been 
«attered through the succeeding years. 

It must be remembered that the more 
accurate test in measuring the actual 
death rate is the percentage which the 
actual mortality occurring bears to the 
expected, according to the mortality 
able in use. Such data are not available, 
however, for the entire period of the 
table. While according to the methods 
shown herewith the amount written oft 
by death grows with the increases in 
average age of the insurance carried, 
surely it is a barometer of the death rate 
trend. 


NEW YORK SURVEYS 

The Insurance Society Dinner.—The an- 
nual meeting, with dinner, of the Insurance So- 
ciety is all set for May 23. There is evidently 
a keen interest in the matter, because the 
tables are rapidly going. The society has evi- 
dently struck an appreciated note by having 
speakers like President Butler of Columbia last 
year and President Hibben of Princeton this 
year. 

Dwelling House Rates.—Who furnished 
the rates for dwelling houses that were printed 
a short while ago in one of our daily papers? 
Certainly, on the showing as thus presented 
there is no reason for continuing the present 
rates. On the other hand, the compilation 
hears internal evidence of not being sound, be- 
cause the increase in premiums was out of pro- 
portion to the increased business written, and 
as there has been in New York State no in- 
crease in rates during the three years covered 
by the compilation, there must be somewhere 
1 gross error. But why was it not discovered 
before it went so cheerfully on its way? 


—In the issue of Tue Specrator of May 11, two 
cespatches from Atlantic City were run together under 
me same headline, giving the impression that the 


meeting of the N. F. P. A. 
tion were held jointly. 


and Uniformity Associa- 


This was not the case. 









RENOMINATE J. H. KEMPER 


Edwin C. Gibbs, Cincinnati, 
Nominated for Director 


also 


MANY INSURANCE MEN PRESENT 


Addresses by C. R. Merrill, T. B. Donald= 
son, James E. Kavanaugh and Others 
J. H. Kemper, president of the Lumbermans 

Mutual of Chicago, was again nominated for 

the position of director from the insurance 

group of the United States Chamber of Com- 
merce at the early sessions of its annual meet- 
ing in Washington this week. Edwin C. Gibbs 
of Neare, Gibbs & Lent, Cincinnati, was also 
nominated for a directorship representing the 
sixth geographical district. The nomination of 

Mr. Kemper is another victory for the mutual 

interests in the Chamber and was very dis- 

appointing to stock fire insurance men. 

Mr. Kemper presided at the opening meeting 
of the insurance group, calling attention to 
various evils in the fire and automobile insur- 
ance business which are due to public indiffer- 
ence and which the Chambers of Commerce 
might correct by influencing public opinion in 
the right direction. 

C. R. Merrill opened his address by saying 
that there is. perhaps no more spectacular in- 
stance of industry waste than the 15,000 lives 
and more than $5,000,000 loss during the past 
year through fire, 90 per cent of which was 
preventable. He advocated a partial remedy 
suggested by the Department of Commerce, 
namely, compliance with the National Electrical 
Safety Code. He described the operation of 
the Underwriters’ Laboratories in testing mate- 
rial and devices and reporting thereon as to 
fire and life hazard and theft and accident 
prevention. The aim of the organization is 
solely to diminish the enormous fire and ac- 
cident loss by pointing the way to the use of 
materials and apparatus in construction and 
installations representing practicable standards 
of excellence. 

Thomas B. Donaldson, 
sioner of Pennsylvania, said that the American 
public as a whole has no cordial or intelligent 
viewpoint toward insurance but is not unwill- 
Insurance is intensive and tech- 
nical and is constantly advancing. He described 
the growth of the business and diversified re- 
The insurance 


insurance commis- 


ing to learn. 


quirements in different States. 


salesman should know not only what he is sell- 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


ing but how his commodity fits the particular 
buyer and must be rigorously careful as to how 
he sells it. He said there were over 35,000 
agents and brokers Pennsylvania 
and he estimated at least 200,000 people in the 
United States make a living soliciting insurance. 

Commissioner Donaldson sees no reason why 
insurance should not be termed commerce, but 
nothing is popular in America unless it can 
He enlarged upon the practical ad- 
vantages to agents of education and said a 
trained solicitor in the field can outargue a 
competitor and easily win away a prospect. A 
trained man knows what the policy does not 
cover: he never permits his client to think him- 
self covered for any happening tot provided 
in the policy and for the premium paid. So 
far as insurance and the public are concerned 


licensed in 


be seen. 


the public will be impressed when insurance men 
The 


scope of insurance is limitless and ceaseless: 


think broadly and act like big people. 


It touches the mountain top, the valleys, the 
mines, the high air and under water. 

James E. Kavanaugh, of the Metropolitan 
Life of New York, told of the activities of the 
Metropolitan in educating the public against 
terriffic loss sustained yearly through untimely 
deaths, specifically and generally against 
diseases. Other topics touched on were Group 
Insurance, a Human Factor in Industry and 
Mechanical [Elimination of Waste. Mr. 
Kavanaugh said, “You cannot compel a man to 
be faithful. 
hundred per 


You cannot force him to be one 
cent You cannot 
systematize him into staying steadily, honestly 
and efficiently on the job. The most intimate 
convention in any man’s life is his love for his 
family and an appeal to those emotions honestly 
and tactfully made seldom, if ever, fails to 
strike a response. Service and education is 
an investment that pays handsome dividends. 

J. R. McCall was chairman of the commit- 
tee on fire waste and insurance in 1918. He said 
the Chamber’s insurance department must deal 
fearlessly with existing evils, advocating jus- 
tice for all concerned. He believes the Federal 
regulation of insurance has many advantages 
bnt is not now practicable. The Chamber should 
work for more uniformity in State laws. The 
American business man may expect security, 
premiums must be adequate to yield fair re- 
turn on invested capital, scientific research to 
conduct of insur- 
prompt and fair 
adjusts may also be expected. Expectations and 

(Continued on page 23) 


economical. 


reduce waste, economy in 


ance business, equitable rates; 
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FINANCIAL STATEMENT OF 


Home Office 
154 LOUIS STREET 
GRAND RAPIDS, MICHIGAN 





December 31, 1921 


ADMITTED ASSETS 








Agents Wanted In: 


LIABILITIES 


Iowa, Kentucky, Indiana, Michigan and Illinois 


The Northern Indemnity Corporation 


Mortgage Loans. .....00.0. 26 sc ceca ve ce eses es es $110,000.00 Unearned Premium Reserve. . $31,800.15 
Government Bonds.. ial eres eee 92,900.00 Reserve for Claims. . Ba scruaks 14,183.06 
State, County and Municipz al Bonds. se wm Sed Bare 119,000.00 Estimated Adjusting E ‘xpenses. nie 756.26 
First Mortgage Bonds. siey aieinaran 37,650.00 Commissions on Premiums in Course of. Collec- 
War Savings Stamps..............-...-. +... 288.50 tion. a dalevacicea viene] wrest en acuaieie’s efernte een 6,833.65 
Cash in Banks and Office..................00- 56,905.94 ME MMMRNAINE, «co sare. 4x bu £5 abe deen de oes 2,995.03 
Deposit with Texas Agency................... 1,000.00 ——_——_——— 
Premiums in Course of Collection.............. 21,318.38 Total Liabilities eset heneee al.. Miedawes es SOR SGRS 
Accrued Interest...... 0.0.0.0. 000. cece ce ee eee 6,346.56 Fully Paid denmenn eta to! 320,243.87 
Surplus. . ; sugincion tes 68,597.36 
$445,409.38 $445,409.38 


Total Capital, Surplus, and Reserves for Protection of Policyholders, $434,824.44 


Specializing in Automobile Liability, Property Damage and Collision, and Excess Insurance. 











UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-20 : $8,035,746.57 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 


it is helpful. 


they do it. 





| 
| 
WORKMEN’S | 


ALL LIABILITY 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-20 : $1,239,032.91 


EASTERN DEPARTMENT: 
55 John Street, New York City 










Box 617 

















Io 


most successful salesmen. 


ERE’S A BOOK “chock full” 
newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
As interesting as 


Not the theory 





$1.00 postpaid 


Incorporated 


ei 


‘*Life Insurance and 


—How To Sell It” 


of the 


of one man but 


the compilation of experiences of nearly a 


hundred star producers. They tell you how 


Get this book of good things. 


ABSORBING AND INTERESTING 


The Insurance Field Co. 


Louisville, Ky. 


SEE 
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Fire Insurance 








ORGANIZATION REVIVED 


pennsylvania Agents Body Again 
Comes Into Existence 


JOHN DALZELL ELECTED PRESIDENT 





Fred Rocky of Harrisburg Becomes 
Secretary 

After seven years of inactivity, the Pennsyl- 
vania Agents Association was revived at Har- 
risburg last Wednesday. John Dalzell of Pitts- 
burg and Fred Rocky of Harrisburg were 
dected president and secretary, respectively, of 
the reorganized association. They will serve un- 
til September 1, when the fiscal year will begin 
and when permanent officers will be elected. The 
association voted to charge a membership fee 
of $2.50 from the present time until the begin- 
ning of the fiscal year, after which the mem- 
bership will be based on a sliding schedule, 
regulated according to premium income re- 
ported by the agents. 

The constitution and by-laws adopted at the 
meeting are patterned largely after the con- 
titution and by-laws of the North Carolina 
Association. 

President James L. Case of the National As- 
sociation and Secretary-Treasurer Walter H. 
Bennett were on hand, each delivering a force- 
ful address. Other talks were made by Pres- 
ident Murray of the Pennsylvania Federation; 
Clarence Axman, editor of the Eastern Under- 
writer, and William Thornton of Jackson, Miss. 
It was fully brought out at the meeting that 
the activities of the Pennsylvania Association 
would in no wise conflict with what is under- 
taken by the Federation. Fire underwriters in 
that State feel that there is room for the two 
organizations, and that the best interests of 
the local agents can be promoted by a simon 
pure agents’ association affiliated with the na- 
tional body. 


Lewis & Gendar Get Caledonian 

Lewis & Gendar of 1 Liberty street will be- 
come metropolitan managers of the Caledonian 
Insurance Company, July 1 next, and will take 
full charge of the company’s affairs within 
New York Fire Insurance Exchange territory. 
Announcement of the transfer of the company 
from the office of Darby, Hooper & McDaniel 
was made last week by Manager Charles H. 
Post of the Caledonian. 


First National Fire of Washington 

It is learned that the receivers of the First 
National Fire Insurance Company of Washing- 
ton are expecting to pay a dividend to stock- 
holders of $4 per share some time this month. 
They further expect to be able, later on, to pay 


about 50 cents per share more as a final divi- 
dend, 





Rate Hearing in Missouri Set for May 29 

St. Louts, Mo., May 16.—A hearing will be 
held in Jefferson City, May 29, on the order of 
State Superintendent of Insurance Ben C. Hyde 











= 






‘0 reduce fire, hail and tornado insurance rates 
'S Per cent in Missouri. The hearing was set 
after a conference between Superintendent 
Hyde and Attorney-General Barrett. 


COLORADO MIX=UP 


Proceedings to Be Instituted to Settle 
Who is Commissioner 








QUESTION MUST BE DETERMINED AT 
ONCE 


Haste Necessary As Insurance Licenses 
Expire February 28 

Quo warranto proceedings are to be instituted 
at once by Attorney-General Keyes, at the direc- 
tion of Governor Shoup, to determine whether 
Jackson Cochrane, the Governor’s appointee, or 
Earl Wilson, whom the Governor removed, is 
Insurance Commissioner of Colorado. 

If attorneys for Mr. Wilson will agree with 
the attorney-general upon a statement of facts 
in the case, the Supreme Court will be asked to 
take original jurisdiction. Otherwise, the action 
will be instituted in the District Court. 

Haste is necessary in determining the issue, 
it was pointed out at the State house, as the 
licenses of all insurance companies and agents 
doing business in Colorado expire February 28. 
Unless the cloud can be lifted from the Insur- 
ance Commissioner’s office by that date, it is 
said no insurance company will be able to do 
business in the State until the dispute is settled. 

Governor Shoup has addressed a letter to the 
attorney-general, stating that “the interest of 
the people requires title to the office of Insur- 
ance Commissioner be determined at once.” 
The Governor’s action followed the failure of 
Mr. Wilson and his attorneys to co-operate 
with the attorney-general in court action which 
would settle the controversy. Former Chief 
Justice John Campbell, as special agent for the 
State, and Attorney-General Keyes have been 
trying for weeks to get Mr. Wilson and his 
attorneys to join with them in an action for a 
speedy determination of who is Insurance Com- 
missioner. They say Mr. Wilson and his coun- 
sel have not even replied to their suggestions. 
Liverpool & London & Globe to Return 

to New York 

The & London & Globe 
surance Company has leased the seventh and 
eighth floors of the Pershing Square building 
now being erected at the corner of Park 
avenue and 42nd street, New York, and will re- 
move the home office located in the Globe In- 
demnity building, Newark, to the new prem- 
ises in May, 1923. 


Liverpool In- 


North America Appoints Dunnington, Inc., 
at Baltimore 

The Insurance Company of North America, 
Philadelphia, has recently appointed Dunning- 
ton, Inc., of the Commerce Trust Building, 
3altimore, Md., as automobile agents to write 
fire, theft, collision and property damage insur- 
ance. This firm also represents the Indemnity 
Insurance Company of North America and 
the National Security Fire Insurance Company. 


—A. G. Hall, formerly editor and publisher of The 
Surveyor, has issued a four-page paper entitled “In- 
Bulletin,’ dated 1922, and 


surance Brokers’ April, 2, 


intends issuing same monthly. 


II 


FIREPROOF BUILDINGS 





Thomas S. McMurray, Jr., of Indiana 
Seeks Data 





WANTS FIVE-YEAR RECORD 





Acts on Petition of Business Concerns 
Demanding Lower Rates 
INDIANAPOLIS, IND., May 16—Thomas S. 

McMurray, Jr., State Fire Insurance Commis- 

sioner, is preparing a call for standard old- 

line stock fire insurance companies to submit to 
him figures for a period of five years to show 
the amount of premiums received and the losses 
paid on fireproof buildings and contents. He is 
whether the period 
should include 1921, which was a bad year for 
The companies wish the 1921 


undetermined five-year 
the companies. 
figures included. 

The proposed action of the Commissioner re- 
sults from a hearing he held last Wednesday 
on a petition of forty-five Indianapolis business 
concerns for a 50 per cent reduction in rates 
covering such risks. The Merchants and Manu- 
facturers Insurance Bureau, a_ policyholders’ 
organization, presented the petition. E. M. 
Sellers, manager vf the Indiana Inspection 
3ureau, and other company men opposed the 
petition. The policyholders told the Commis- 
sioner that the companies are accumulating ex- 
cessive surplus funds under existing rates. Mr. 
McMurray then proposed to have definite fig- 
submitted to ascertain how the business 
has been running. 

Representatives of the policyholders’ bureau 
said the insurance companies have been making 
an underwriting profit of 49 to 55 per cent. 
Leo M. Rappaport, attorney for the organiza- 
tion, explained that underwriting profit is not 
profit based on capitalization but profit based on 
premiums received. He said underwriting 
profits go into surpluses and that it is the con- 
tention of the bureau that 5 per cent is a suffi- 
cient underwriting profit. 

Mr. Sellers and J. V. Parker of Chicago, 
actuary for the stock companies, told the Com- 
missioner that the policyholders’ bureau figures 
were taken from a short period of a year or 
two ago and cover only a small part of the total 
business of the companies. They said it would 
not be fair to them to take returns on a particu- 
lar class and use that as a basis for that class 
without taking into consideration figures show- 
ing the whole business done by the companies. 
They pointed out that last October they had 
effected general reductions in insurance rates 
and said they should not be called on further to 
reduce rates until a greater period of years 
should show that their underwriting profits 
were too great. 


ures 


—The North British group of companies will begin 
writing rain insurance shortly, it was announced last 
week. 

—At the annual meeting of the stockholders of the 
Dearborn county (Indiana) Mutual 
Association held last week, the following officers were 
elected: President, George W. Fillenwarth; secretary, 
Frederick HH. Waehause; treasurer, George W. 
Wiedolph, and directors, Balser Dumont and Charles 
M. Zerr. 


Fire Insurance 
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ORGANIZED ABILITY 


In the UNION NATIONAL you havea fine example of what may be accomplished by organ- 
izing individual ability so that it operates as one powerful unit. Each of the Company’s 
- officers and executives has brought to it some outstanding qualification for his office. Bonded ° 
together, they direct the affairs of the company in a clean cut, sure hitting manner that is 
rapidly placing it among the foremost of Texas companies. 


Though each one specializes in some one detail of management, all have one thing in common: 
An appreciation of the part the Company must play in the work of its agents. It is in this 
way that they co-operate with each other to give the agent every possible advantage of a live, 
forceful Company that the thoroughness of the organization of their several abilities is most 
clearly seen. 


Agents who want the strong backing of organized ability will receive an interesting reply 
to a letter addressed to 
The Agency Department 
THE UNION NATIONAL LIFE INSURANCE COMPANY 


Houston, Texas 
J. C. STRIBLING, President J. M. YOES, Secretary 



















THE LIFE AGENTS BRIEF, 


FULL OF FACTS AND FIGURES 
Relating to the 


Rates, Values and Policies 
of 


Life Insurance Companies 


It is A CONVINCING BRIEF 
It is COMPREHENSIVELY BRIEF 














It is INDISPENSABLE TO EVERY ORDINARY 
THE SPECTATOR COMPANY AND INDUSTRIAL LIFE INSURANCE AGENT 
Sl Fits easily in the vest pocket 
PRICE $2.00 








WRITE FOR CIRCULAR GIVING WHOLESALE RATES 
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Life Insurance 








LIFE ADVERTISING PLAN SHAKY 





National Association Officers Refuse to Make Any Statement Regarding 
Developments 





ADVERTISING AGENCY MAILS OUT IMITATION TELEGRAM LETTERS 





Proposition Sent to Newspapers That They Use Insurance Reading Matter in Hope 
of Receiving Advertising from Companies 


The National Association of Life Under- 
writers has been successful in effecting a fog 
green around its country-wide publicity cam- 
paign which it was trumpeting about a few 
weeks ago. Just why the association has as- 
sumed such an air of mystery concerning its 
activities does not seem to be clear, unless it 
is because matters are not panning out as well 
as the zealous organizers had expected they 
would, 

A few days ago THE SPECTATOR learned that 
letters on Western Union telegraph blanks 
were being mailed out to newspapers in every. 
section of the country, announcing the great- 
est advertising campaign ever undertaken in 
the history of life insurance. The letter stated 
that insurance companies had decided to fol- 
low the method used so successfully by finan- 
cial and investment companies to contract for 
display space advertising in papers which use 
daily talks on life insurance. “The greatest 
thing in the world” is the modest way in which 
the letter speaks of the daily service which 
papers are to use with the expectation that 
they will be favored with large advertising 
contracts from life insurance companies. The 
letter was signed by the Red Letter Service 
Company, 500 Fifth avenue. A reporter of 
Tue SPECTATOR was promptly dispatched to 
the address on the bottom of the letter. 

There is something about the address, 500 
Fifth avenue, which makes one unconsciously 
arrange one’s tie and expect to be ushered into 
a heavily carpeted office by an officious future 
president or a smiling stenographer. Arriv- 
ing at this address, the first surprise was that 
there was no Red Letter Service Company 
on the building directory nor the name of 
Dean Kirkenslager, manager of the service. 
From the elevator man the information was 
gleaned that the Red Letter Service Company 
was located on the fourth floor. The office 
turned out to be a room in which some twenty 
desks were lined up against the walls, oc- 
cupied by men engaged in many different oc- 
cupations. A man in charge of the desk at 
the door gave the information that Mr. Kirken- 
slager received mail at the office, but had no 
deskroom and merely dropped in each day to 
get it. No information could be had as to 
where Mr, Kirkenslager lived or whether he 
had some other business address. 

In the hope that Mr. Kirkenslager might 
come in, the reporter sat near the desk for 
several hours and watched a string of persons 
come in for mail. The gentleman sought, 
however, was not among them. Just as the re- 
porter was about to leave he noticed two men 
80 up to the desk and ask for the Red Letter 
Service Company. He followed them out and 


in the hall learned that they represented a 
North Carolina daily which had received a let- 
ter, sent by mail, on Western Union telegraph 
paper and had mailed it to their New York 
representatives with instructions to call on the 
Red Letter Service Company. The two news- 
paper representatives did not hesitate to ex- 
press their surprise that an organization han- 
dling such a gigantic campaign should have 
only a high-sounding address at which mail 
was received and no office. They declared 
that they did not like the looks of it and that 
it seemed funny to them. A photograph of 
the letter printed on a fac-simile of a Western 
Union telegraph blank sent to the North Caro- 
lina daily, given to the THE SPECTATOR repre- 
sentative, will be found on this page. The Red 
Letter Service Company opens itself to legal 
action by the Western Union Telegraph Com- 
pany in thus pretending to send a Western 
Union telegram by mail. 

In Tue Spectator of April 27, a letter was 
published from Orville Thorp, ex-president and 
trustee of the National Association of Life 
Underwriters, in which he said that arrange- 
ments had been made with a St. Louis news- 
paper man, Frederick K. Barkhurst, to handle 
a publicity campaign for the association. Wish- 
ing to find out whether an arrangement had 





actually been completed with Mr. Barkhurst 
and if the letters of the Red Letter Service 
Company were authorized by the association, 
the following telegram was sent to Orville 
Thorp, general agent of the Kansas City Life 
Insurance Company at Dallas, Tex.: 

Referring to your statement that Barkhurst of St. 
Louis has entered into a contract with the National 
Association to supply life information to 
Barkhurst asserts 
he has nothing to do with the life insurance proposi- 
tion mentioned. Red Letter Service Company, New 
York, has mailed out telegram proposition to 
newspapers, offering life insurance stories 
Association of Life Underwriters, in- 
dicating receipt of advertising if they enter into ar- 
rangement to print insurance information regularly. 
Is Barkhurst’s contract effective? Is Red Letter Ser- 
vice authorized by National Association? 

A similar telegram was sent to John L. Shuff, 
president of the National Association of Life 
Underwriters. 

Mr. Thorp replied: 

Answering your message concerning publicity mat- 
ter I refer Everett M. executive 
secretary of the National Association of Life Under- 
New York. 

The office of the president of the association 
wired, after receipt of a second telegram from 
Tue Spectator, that President Shuff was ab- 
sent in the South and that THe Specrator’s 
telegram will be referred to him upon his re- 
turn to Cincinnati. The wire was signed by 
Mary Bates, presumably an employee in Mr. 
Shuff’s office. The inference is that our tele- 
gram was not considered important enough to 
forward to Mr. Shuff, or, otherwise, Mr. Shuff 
preferred not to reply thereto. 

Acting upon Orville Thorp’s instructions to 
see Everett M. Ensign, executive secretary of 
the National Association in New York, Mr. 

(Continued on page 23) 


insurance 


leading newspapers, emphatically 


daily 
approved 
by National 


you to Ensign, 


writers, 





Foun 12004 
| GLASS OF SEAVICE DESIRED BE Z 
Receiver’s No. 
Teegram 
Cay Letter j 
Night Messace hd ner j 
- | 
Night Letter M at 
Patrons should mark an X p90 “4 
te the class of service desired Time Fited 
OTHERWISE THE MESSAGE 
WiLL BE TRANSMITTED AS A 3 
FULL-RATE TELEGRAM NEWCOMB CARLTON, PRESIDENT GEORGE W. E. ATKINS, FiRst vice- PRESIDENT 
Send the following message, subject to the terms 
on back hereof, which are hereby agreed to 
7 } 
New York, April 29, 1922. 


TO ADVERTISING MANAGER: 


Greatest advertising ca 
Life Insurance will open next mon 
Daily newspapers usec 
used so successfully by fi 
for DISPLAY SPACE 
surance benefits appears. 


ra) 
b 
h 


Pinanc 


"THE GREATEST THING IN THE WORLD"--a daily column of 


aign ever undertaken in history of 

» continuing at least one year, : 
excluaively. 
fal and investment companies -- to contract 
on a page where daily NON-ADVERTISING talk on life in- 


Plan is to follow the method 


unusually 


bright, entertaining news and comment on life insurance values, approved 
by National Association of Life Underwriters, is hereby offered you for 
such uss, FREE OF CHARGE. Its pubilcation dally will give you the advan- 
tage over competitors in getting this new, rich business. Large companies 
Will place contracts through your regular agency--iocal underwriting firms 
will buy space direct. Both National and State Assoclations of Underwriters 
willic perate fully with you in developing long-time contracts. 

Papsrs using the daily .calumn sure to be favored. ONLY ONE 
PAPER in each city may use it WIRE NCW to have "GREATEST THING IN THE 
WORLD" reserved for you. Servic egina at once. Remember, If IS FREE, 


V b 
but means thousands for you in insur 


ance advertising, 


WIRE NOW, 


RED LETIER SERVICE CO., 500 Fifth Ave., New York. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 


for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 
Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 


Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 




















STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $8 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 


PHILADELPHIA LIFE. 
INSURANCE COMPANY | 


——— 


SUPERVISING AGENT 
WANTED 
for 


SCRANTON, PA. 


Address | 
JACKSON MALONEY A. MOSELEY HOPKINS) 


Vice-President Manager of Agencies q 


HOME OFFICE, 111 N. BROAD ST., PHILA., P# : 
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Protection Soundest of All Reasons 
for Buying Insurance 





DANGER OF LUMP SUM SETTLEMENTS 





Law As Deterrent of Investment Frauds 
Not Very Effective 


By E. J. BrReNNAN* 


The first consideration in the purchase of 
nearly all life insurance is to furnish protection 
to dependents when the bread-winner has been 
taken away. That is why it is bought. That 
is the fundamental inducement held out by the 
alesman. But does it always protect? When 
the husband and father is safely laid away in 
his earthly and final resting place, does the 
money he provided to take the place of his earn- 
ings always accomplish the end he has in mind ? 
Does it always continue to stand as a bulwark 
between the loved ones left behind and the grim 
realities of everyday life? Does it provide 
food, clothing and shelter for the bereaved wife 
and children? Does it serve to educate or- 
phaned children and equip them properly for 
gainful toil when they must make their own 
way in the world? 

There are no definite statistics to tell us 
whether it does or not, but the sad, heartrend- 
ing experiences of those who come in contact 
with widows and orphans lead to the belief a 
great part of the life insurance money that is 
paid in a lump sum finds its way into the 
pockets of men and women who with alluring 
and enticing offerings of easily acquired wealth 
lie in wait for the unwary. These despoilers of 
uneducated investors are human beings, but 
they resemble man only in outward appearance. 
Their hearts are atrophied. They are without 
ity. Their code of honor knows no regard 
for the welfare of the people on whom they 
prey. They are restrained by no consideration 
of the effect on those who fall into their 
clutches. The picture of a widowed mother, 
doomed to back-breaking toil throughout the 
years to support herself and her children, 
brings no tear to their eye and causes them no 
qualm of conscience. They pursue their selfish 
Way undeterred by any restraint but that of 
Possibly falling into the toils of the law. Many 
of them have counted the cost (to themselves ) 
beforehand and have so framed their scheme 
that they are within the law. The law cannot 
Teach them. They are morally and legally 
tg but the case cannot be proved against 
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TO INSURANCE GENERAL 
AGENTS AND. MANAGERS 


No doubt under your able direction, 
many of your agents have closed hard 
cases. Let them receive the publicity 
to which they are entitled. Suggest 
that they write their experience for 
THE SPECTATOR. Have them 
read THE SPECTATOR to see how 
other agents have used their brains 
and put over a good sale. An indi- 
vidual case will appear in each Life 
Educational Section. 











How Good Sales Are Made 


The prospect was on the market for $75,009 
life insurance. Agents from a number of com- 
panies, with their superintendents, were in- 
vited to his office to “sell” him. He had made 
up his mind that he wanted twenty-payment 
life, and was indifferent as to whether he took 
participating or non-participating insurance, 
feeling that one was as good as the other. The 
agents in the room, all shrewd men, took turns 
in trying to convince the prospect that their 
policy was the best suited to meet his needs. 
All had something to say excepting one man- 
ager, who sat back and listened to what was 
being said until the psychological moment ar- 
rived. 

His time came when one of the agents 
started to tell the prospect that the cash value 
on a twenty-payment life policy at twenty-five 
years would be so much and at thirty so much. 
Promptly the agent that had been silent asked 
his competitor if he could say what the value 
at the end of twenty-one years would be or at 
thirty-one years. The agent hurriedly picked 
up his book and admitted that it was not there. 

“T’ll call up the home office and find out,” 
said the agent. 

“No; that will not be necessary. Possibly 
some other gentleman can supply the infor- 
mation.” 

They all looked at their rate books and 
found that figures for years other than every 
five were not given. 

“Well,” said the agent first mentioned in 
this article, “I can.” He picked up the rate 
book at the age of the prospect, did a simple 
calculation, and stated what the value would 
be. Then following up his advantage this 
wide-awake agent emphasized the unusual 
character of effective service that his company 
always insisted upon. The prospect was sold. 
He asked for an application, filled it out and 
paid the premium. A complete knowledge of 
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Consider the Facts of Life As You 
Find Them 
WHAT YOUR DEATH MEANS 
Monthly Income Life Insurance One 
Sure Means of Providing 


for the Future 


By J. F. WELLINGTON 
Editor, Great Southern Life Bulletin 


Earth to earth, ashes to ashes, dust to dust. 
When these solemn words are pronounced over 
your remains your senses will have ceased to 
function and your soul will have entered upon 
its journey into the Great Unknown. The 
same Infinite Power that brought you into the 
world, without consulting your wishes, will 
take you out at His own sweet will. You 
brought nothing with you when you came; you 
will take nothing when you go. Your earthly 
career will be measured and remembered by the 
life that you have lived, the good that you have 
accomplished, the happiness that you have 
brought into the lives of others and the condi- 
tion in which you leave your dependents. 

Earth to earth, ashes to ashes, dust to dust. 
When you hear those words spoken over the 
body of vour friend, when you see his heart- 
broken widow and grief-str'cken children stand- 
ing beside his open grave, when the thought 
comes to you that he did not leave enough to 
pay his debts and maintain his family, even a 
few months, do you ever consider what the 
condition of your own family would be were 
you in his place? 

When you happen to visit some office building 
a little after closing time in the evening and 
accidentally run across the widow of some man 

(Continued on next page) 








his own rate book and that of his competitors 
attracted the attention of the prospect, and 
won the case for this solicitor. 

Every active ingenious life insurance agent 
has swung a sale his way by some bright stroke 
of salesmanship. 

THE SPECTATOR desires to receive from life 
insurance agents stories of their successful 
sales, especially those involving unusual 
methods of approach or closing, and desires to 
offer prises which will be helpful to such agents. 
For each such description of a sale that is ac- 
cepted for publication in Tue Spectator, we 
wili give the agent furnishing same a copy of a 
valuable insurance book to aid him in soliciting 
life insurance. Remember, your response to this 
offer will also serve to benefit the life insurance 
business as well as yourself. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, IOWA. 


REINSURANCE ONLY 


Full Coverage 

















you have known, who is wielding a broom, a 
mop or a scrubbing brush in order to eke out a 
livelihood, do you ever think whether or not 
you have provided the necessary means for pre- 
venting your widow from being compelled to do 
the same thing? 

When you go into a store and see the small 
daughter of your deceased friend, who ought to 
be in school, trying to hold a position as cash 
girl, does it occur to you that you would rather 
make a few small personal sacrifices than to be 
compelled to harbor the thought that your own 
little daughter might be compelled to do the 
same thing in case anything happened to you? 

When you go out on the street and the seven- 
year-old son of your dead friend tries to sell 
you a newspaper, does it make you realize any 
more fully that you owe your own family some 
adequate and safe provision for the future? 

When you see some charitable institution that 
is maintained for the purpose of caring for the 
aged and infirm, who have no other means of 
support, do you ever think what the feelings of 
your own father or mother would be should you 
be suddenly taken away and they be compelled 
to appeal to charity? 

When you think of the hundreds of waifs 
who are inmates of reform schools or other 
institutions of a similar character and realize 
that a large percentage of them are there be- 
cause their departed fathers failed to make any 
sort of provision for their education or sup- 
port, does it ever occur to you that you can 
easily prevent such a fate befalling your own 
children, that it is within your power to enable 
your widow to be a real mother to her children, 
to keep them in school until they are properly 
educated, to maintain a home for them and to 
devote her time to making them a credit to her 
motherly instincts and an honor to your memory 
and foresight? 

Every man owes it to himself and his depen- 
dents to give these matters serious considera- 
tion. There is only one absolutely safe, one- 
hundred-cents-on-the-dollar, non-assessable, non- 
taxable, execution-proof provision that you can 
make for the care of your dependents in case 
of your death. That one provision is through 
the medium of a monthly income policy of life 
insurance. 

If you purchase your policy from the com- 





pany that | represent it will make no difference 
whether you have made one payment on the 
policy or fifty, it is worth its face in case of 
your death. It will make no difference whether 
you live one week or fifty years, your depen- 
dents are guaranteed that the income provided 
for in the policy will commence immediately 
upon your demise, that it will continue at least 
twenty years and as much longer as the benc- 
liciary may live. 





The District Attorney’s Story 
By Irvine Loep 

“Gentlemen, rise!” shouted the court clerk as 
the judge entered the court room. The jury 
arose, and then was seated again. I resumed 
my cross examination as prosecuting attorney 
of Charles Wells, alias Jimmy Smith, on trial 
for selling worthless mining stocks. 

After a few admissions of 
criminal record, I called for the next witness, 
one of his victims. A widow took the stand. 
“How much money did you invest in the min- 
stocks I asked. “$10,000,” the 
answer. “Where did you get the $10,000?” 
“My husband’s life insurance money,” she re- 
plied. “How much did you get back?” ‘“Noth- 
ing.” Then she broke down and the judge ex- 
cused her. 

After the jury brought in the verdict of 
guilty I discussed the case with the judge. TI 
was thinking of buying some life insurance and 
was wondering where my life insurance would 
go to if anything happened to me. 

The judge suggested a monthly income policy 
in a good life insurance company. He told me 
if I died my wife would receive a monthly in- 
come that she could not sell or assign as long 
as she lived. If I became seriously and perma- 
nently disabled by accident or disease, the in- 
come would commence at once. What could be 


better for the protection of my family? 
[Copyright, 1922, by The Spectator Company, New 

York. 

this article, write to THe Spectator.] 
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Companies and general agents desiring to use 


J. L. Bergstresser Married 
Announcement is made of the recent marriage 
of James L. Bergstresser of the Insurance 
World, Pittsburgh, to Miss Elizabeth Boeckirg 
at Washington, Pa. 
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Detroit Life Holds Annual Meeting 

Detroit, Micu., May 15.—Fifteen hundred 
shareholders were represented either in Person 
or by proxy at the annual meeting of the De. 
troit Life Insurance Comany at the home office 
in Detroit this week. The following officers 
and directors were elected: M. E, O’Brien 
president ; Frank H. Watson, vice-president and 
general counsel; L. D. Thomas, Ben B. Jacob 
John R. Walsh, vice-presidents ; James D. Baty 
secretary and treasurer; George Barnes, Victor 
A. Harrington, assistant secretaries; H, R 
Carstens, medical director; E. C. Wightman, 
actuary. 

President O’Brien gave a report of the years 
progress. Included in the report were details 
of all the transactions of importance. The mos 
impressive information was the growth of the 
assets from $234,000 in 1911 to $2,268,000 at 
the first of the present year. On May 1 the ip. 
surance in force aggregated $28,414,000. The 
reserve established on the first of the year 
totaled $1,940,000. 

Following the meeting of the stockholders 
the directors and the six leading producing 
agents for the last year’s business, as well as 
the officials of the home office, attended a lunch- 
at the Hotel Statler. At this luncheon 
President O’Brien reported new business written 
this year to date of $5,500,000; an increase of 
$2,000,000 over the same period last year. The 
officers were congratulated by the directors on 
the growth of the company. 
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The New York office of the Insurance Field 
has been moved to 80 Maiden Lane. 








Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 

A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 
Annual Premium, Ordinary 

MBG os gs oh castes Kin icioneeeisters . $128.65 


Twenty Payment Life... .....$167.10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. Ht. 
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Fundamentals 
(Continued from page 15) 

Law as a deterrent of investment frauds is 
without any great effect. All it can do is punish 
the guilty and by imprisonment remove him 
from society, thereby protecting it from his 
machinations for a time. But, his _Sentence 
completed, he comes forth to prey again on the 
defenseless. It is safe to say that very few 
of those punished reform. As a rule, the sen- 
tences are so light they put no fear into the 
hearts of those who play the game. This is 

not because of any failure of courts or prosecut- 
ing officials to do their full duty, but rather on 
the fact that the laws against crimes of fraud 
are highly technical and hard to prove. Again, 
juries do not look upon such crimes with the 
same antipathy they do on crimes of violence, 
with the result accused persons are let off or 
lightly punished. In any case, it matters not, as 
far as the defrauded person’s money is con- 
cerned, whether the culprit goes free or is pun- 
ished. That is gone forever. The action of 
the law cannot bring it back. 

There is one law, however, in force in this 
and many other States that is aimed not at the 
punishment of the offender but, rather, to pre- 
vent his operations. This law is popularly 
known as the Blue-Sky Law. It provides that 
before securities can be offered for sale a per- 
mit must be secured. This means that the 
proper State official can investigate the charac- 
ter of the organization and the organizers and 
can cause the promoters to furnish him informa- 
tion about the company’s assets and affairs un- 
der oath, While this does not give assurance 
that any company securing a license will be a 
success, if the law were strictly enforced, it 
would mean that many a fraudulent and worth- 
less proposition could not be sold. The trouble 
is this law is not enforced. In many cases it is 
disregarded entirely. For this the public is, in 
great measure, to blame, for, if every person 
approached by a stock salesman would demand 
proof that the company had secured a license 
and would refuse to consider the proposition 
further until this point was established, those 
who now disregard the law would not attempt 
to go ahead. Their illegal efforts would be 
fruitless. But people have allowed themselves 
to be talked into the belief this law was an at- 
fempt to keep them from getting in on the 
ground floor of propositions that would make 
them rich, that this law was enacted in the in- 
terest of large and established financial institu- 
tions to keep the good things for themselves and 
away from the ordinary person. They allowed 
themselves to be misled by lies, with the result 
they were imposed on and their money taken 
ftom them. 

The obligation to protect one’s savings is a 
Personal one. If the owner does not do it, the 
law cannot do it for him. There is nothing to 
lake the place of common sense. There is only 
* ae an public can protect its pocket-book, 
i s 7 “ ane the stable door before the 
‘. ot olen; after is too late. Two things 
es, get to protect itself against the 
Stncns Pirate: One is education as to what 

means, and the other is investigation 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








of the particular proposition it is asked to buy. 


After all, people do not want to throw their 


money away. They do not want to gamble. 
Give them the chance of finding out about what 
they are buying and the great majority will take 
the road of safety. But the public is not satis- 
fied to be told the proposition they are being 
solicited to buy is no good—that they will lose 
if they go into it. Deep down in everyone is 
the belief he is capable of taking care of him- 
self and his money. Convictions are formed 
through information, and the only way people 
will be led away from the bad is by supplying 
them facts from which they can ‘form their 
own conclusions. That is the basic idea on 
the Better Business Bureau’s 
You Invest—INVESTIGATE” 
founded. It is at the service of insurance sales- 
men who come in contact with prospects about 
to go into a venture the salesman feels is un- 
safe, but about which he has no particularized 
or definite knowledge. 


which “Before 


service is 


Equitable Agents Meet at Salt Lake City 
Satt LAKE City, Utan, May 15.—In Utah, 
Wyoming and Nevada, agents of the Equitable 
Life of New York have just concluded a suc- 
cessful two-day educational convention at the 
Utah hotel this city, at which the benefits of life 
income insurance and business insurance were 
specially emphasized. FE. A. Ricker, local man- 
ager, presided, supported by Benjamin Shapro 
of Oakland, Cal., manager of the society. Mrs. 
Elizabeth Coray, a successful woman agent 
at Salt Lake City, who gave the talk on life 
income insurance, declared that under no other 
plan is the assured absolutely sure that the ben- 
eficiary will be properly taken care of. The 
Hon. Johr W. Walker, Utah Commissioner 
of Insurance, a life insurance expert, dis- 
cussed business insurance and gave _ illustra- 
tions from his own experiences showing how 
this form of protection would have saved many 
business firms from going under. There was 
a musical program which included a specially 
written song entitled “Welcome, Mr. Shapro” 
and sung by W. P. Bennett, local agent, and an 
organ recital at the Mormon tabernacle. 


Part Timer Writes $350,000 
Unusual success in the life insurance business 
has been attained by Perrin H. Lowrey, pro- 
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fessor of English at Blue Mountain college for 
women in north Mississippi. Although he began 
his career in the business in January, 1920, he is 
still only a part-timer. He represents the Mu- 
tual Life of New York, holding a contract 
which permits him to appoint sub-agents. Dur- 
ing 1920 his personal production amounted to 
more than $300,000 paid-for business; from 
January I, 1921, to October 1, 1921, he paid for 
over $350,000, his sub-agents paying for $750,000 
during the same nine months’ business. The 
territory covered consists of only four counties, 


all of which might be said to be in the “rural 


district,” as there are no large towns located 
there. Mr. Lowrey has been especially success- 
full closing on the first interview. 
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OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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WOMAN’S GREATEST OPPORTUNITY 


By THEODOR 


E J. VENN 


Author “Life Insurance Catechism,” “Income Insurance,” etc. 


In this day of rapid evolutionary progress, 
when woman has reached a greater degree of 
political, commercial, professional and indus- 
trial equality with man than she ever has en- 
joyed in the world’s history, much is said and 
written about enlarging the field of operation 
and increasing the sphere of feminine activities 
due to the changed conditions of our economic 
affairs. Many are the lines of endeavor dis- 
cussed and opportunities set forth, but, strange 
as it may appear, one field that woman is by 
nature eminently qualified to fill, and that offers 
every encouragement for a successful career, 
is seldom or never mentioned. This is life in- 
surance. And yet it has been beckoning with 
a flaming torch for years in its attempt to lead 
woman to her greatest opportunity. 

The life insurance business is not without 
women representatives, but as yet they are com- 
paratively few when the magnitude of the field 
is taken into consideration. In many instances 
the women who are successfully selling life in- 
surance were originally employed as bookkeep- 
ers, clerks or stenographers in the offices of the 
same companies they now represent as solicitors. 
Being placed in a position to become familiar 
with the large earnings of the more successful 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its represent&tives. 


Joseph C. Behan, Supt. of Agencies 











male solicitors and realizing the great possibili- 
ties that lie in the selling end of the insurance 
business, they forsook their clerical duties and 
affiliated themselves with the sales departments. 
Some of them have been very successful, their 
annual earnings running into five figures. Quite 
a number of women also have entered the solicit- 
ing ranks from the start and made good, their 
commissions reaching large proportions. But 
the field is almost illimitable, and where one 
woman is thus engaged there is easily room 
for twenty more. 

There are good reasons why women should 
succeed in the life insurance business in many 
instances where men fail. In its larger aspect 
life insurance is a home proposition; its strong- 
est appeal lies in family protection. Conse- 
quently the best place to sell insurance is in 
the home, provided it is accessible to the so- 
licitor, because there its necessity becomes most 
manifest. 

Lack of time during business hours frequently 
makes a satisfactory interview with a prospect 
impossible, regardless as to whether said pros- 
pect be employer or employee. In many in- 
stances there are stringent rules forbidding 
calls upon any employee during working hours. 
In such cases a visit to the home is the only 
alternative, and this usually will be found fruit- 
less unless a previous acquaintanceship has been 
established, and as a general thing this does 
not exist. 

Here is where woman rises superior to man. 
She calls at the home first, and being as a rule 
possessed of better social qualifications and 
greater tenacity of purpose than her brother 
solicitor, will secure a fairly satisfactory inter- 
view with the householder’s wife at the first 
meeting. If things look favorable she sows her 
seed and either then or at a future call arranges 
for a joint meeting with husband and wife. 
The wife having been practically won over, in 
most cases the application blank may be looked 
upon as already signed. Many women possess 
a finesse for the arrangement of such details 
that a man cannot equal. 

In calling upon a busy executive or a mer- 
chant during business hours. a woman naturally 
also has a male solicitor at a disadvantage. In 
most instances she will be granted an interview 
as a matter of courtesy, while the man, in all 
probability, will be denied the privilege of a 
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hearing. While such preliminary interview 
generally are fruitless, the woman of tact, K 
cases that look at all favorable, can acral 
future meeting that may prove anything by 
barren of results. At any rate, she is almost 
certain to be one interview ahead of the aver. 
age male competitor. 

But, notwithstanding these inherent advan. 
tages, it will be found that woman's greatest 
opportunity in the soliciting of life iNsurance 
lies, after all, in the members of her own sex 
Under the changed conditions ten women os 
will be found self-supporting where formerly 
it was impossible to find three who were fully 
so. Not only this, but many also are the sok 
or partial support of others. Here is where 
woman will reap her richest harvest—in Spread- 
ing the gospel of life insurance among the work. 
ers of her own sex. This field in the past 
always has been greatly neglected, due to the 
lack of women solicitors to explain the many 





A GENERAL AGENCY 
contract with a good life 
insurance company isa 
valuabie franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 








Address 


HOME OFFICE 
Springfield, Ill. 











EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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merits of life insurance to feminine prospects 
in an understandable way. 

Many women know considerable about life 
insurance in a general way—that it protects 
them in the event of their husbands’ death—but 
comparatively few are familiar with the thrift 
side of a legal reserve policy. In other words, 
they do not know that it represents a savings 
account as well as insurance—that it is a pro- 
tection against old age or misfortune as well 
as against death. 

The proper dissemination of this knowledge 
;s woman’s special mission and she will find her- 
self well recompensed financially for her efforts 
provided she possesses the necessary qualifica- 
tions, The insuring of unmarried women lies 
almost wholly within the province of the female 


solicitor, for questions concerning income, 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
Indiana Insurance Department 


$226,532.00 Surplus Protection to 


Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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health, previous illnesses and family history 
are bound to arise before the application. is 
signed and medical examination completed. The 
greater majority of women naturally would 
feel considerable delicacy in going into these 
details with a layman, even though he be an 
insurance solicitor, while they would have little 
hesitancy in confiding in a member of their own 
sex. 

The woman who decides to enter the life in- 
surance field as her chosen vocation is doing 
more than merely accepting a situation. From 
the day she begins, provided she perseveres and 
feels herself adapted for the work, she is not 
only engaged in seeking commissions to supply 
her immediate wants but is laying the founda- 
tion for larger future earnings in the form of 
an increasing clientele through the recom- 
mendations of satisfied prospects she may have 
insured. She is building for the future just 
as is a physician, lawyer or any business man 
whose success depends largely on the good will 
of his clients or customers. And should she 
prove successful in her work, she has this ad- 
vantage over the members of other profes- 
sions: that whereas their earnings cease on a 
case when it is finished, she continues to draw 
renewal commissions for a long period of years 
on the labors of the past. 

Some may object to the use of the superla- 
tive “greatest” in reference to the opportunity 
the life insurance field offers women and point 
to the few isolated instances of specially gifted 
women who have earned large sums as act- 
resses, operatic stars, writers, or in a few other 
vocations. But geniuses cannot be gauged by 
the same yardstick that is employed in meas- 
uring the capabiltties of ordinary mortals, and 
those to whom Nature has been exceptionally 
kind in the bestowal of her favors are not un- 
der discussion. If they were, mention might 
be made of several “geniuses” in the life insur- 
ance field whose earnings fall little, if any, 
short of those received by persons who are play- 
ing “stellar” rdles in other spheres of life. 

When one thinks of the vast amount of time 
and money spent by many women in endeavor- 
ing to secure that proficiency in the arts and 
sciences which might enable them to acquire 
fame and large incomes in certain professions, 
only to discover after years of study and ap- 
plication that they lacked some of the re- 
quirements essential to success in their chosen 


lines, and then reflects on the comparatively 
small amount of preliminary training that is 
necessary in entering the life insurance field, 
that the door is always open to those who de- 
sire to enter, and that to the average person 
of pleasing personality and fixity of purpose, 
possessed of fluency of speech and the ability 
to convince others, it offers larger possibilities 
of financial return than any other line, the con- 
viction is bound to grow that life insurance 
offers woman her greatest opportunity. 

[Copyright, 1922, by The Spectator Company, New 
York. Companies and general agents desiring to use 
this article, please write to THE SpeEcraror.] 


Inheritance Tax Opinion—United States 

An opinion of the Supreme Court of the 
United States, referred to in Prentice-Hall In- 
heritance Tax Service, holds that in determin- 
ing the net value of an estate, upon the trans- 
fer of which a tax was imposed, the collector 
had included bonds issued by political sub- 
divisions of the State of Pennsylvania, and 
it was claimed by the executrix that the Fed- 
eral Government could not tax such bonds. The 
court held that the tax is upon the transfer, 
and not upon the bonds, and that in determining 
the amount of decedent’s net estate municipal 
bonds were properly included. 

A case involving a conveyance in contempla- 
tion of death was decided by the United States 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
a es: St aE 


Madison, Conn. 











WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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WE CAN OFFER MOST LIBERAL CONTRACTS TO 
MEN WHO ARE LOOKING AHEAD, MEN WHO 
WANT TO BUILD UP A BUSINESS OF THEIR OWN AS 


DISTRICT MANAGERS AND SALESMEN 
IN THE FOLLOWING STATES: 


ARKANSAS — IOWA — KANSAS — MISSOURI — 
NEBRASKA — OKLAHOMA — TEXAS AND UTAH 
DON’T DELAY BUT WRITE RIGHT AWAY 


! The National Reserve Life Ins. Co. 
AS The Fastest Growing Life Insurance Co. in the Middle West 
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THE MODERN KNIGHT 


His Errand Not So Unlike That of His 
Ancient Brother 








TWO PICTURES 





One Has a Background of a Bit of Paper 
—the Other Has Nothing 

For many years up in the Catskill mountains 
a lady has made a good living at keeping 
boarders. Her place is near a famous trout 
stream, and the house is generally full from 
early in the summer until late in the autumn. 
She has one son, who at the time of the death 
of his father was a small child. This son, 
after graduating at a Brooklyn high school, 
entered college, and took a law course after 
his college course. He is a young lawyer in 
a Connecticut town, married and has a fair 
and increasing practice. 

At the time of her husband’s death, which 
took place up in the mountains, Mrs. S., as I 
shall call her, was a woman of about thirty 
years of age. She had had no training in earn- 
ing her living, but she was a good cook and an 
housekeeper. 

Looking at the boarding house you can see 
that it represents a considerable investment in 
the building and grounds. And yearly large 
sums have been spent on improvements. At the 
present time, should Mrs. S. desire to sell out, 


excellent 








District Court in Georgia. The case involved 
the transfer of property in 1882, the decedent 
reserving a life estate therein, and the question 
at issue being as to whether such a transfer, 
made before the enactment of the estate tax 
law would apply. It was held that the law 
would properly apply in such a case, Congress 
having made the law apply to property of which 
decedent has “at any time” made a transfer, 
which was later re-enacted with a clarifying 
statement, “whether said transfer or trust is 
made or created before or after the passage of 
this act.” 


Inheritance Tax Service 

The subject of inheritance taxes has grown 
very much in importance during the last few 
years. An announcement by Prentice-Hall, 
Inc., states that forty-six States now enforce 
such taxes, South Carolina being the latest to 
join the ranks. Twenty States during the past 
year made serious changes in their laws, and 
legislatures in all States are further considering 
this tax as a popular means of increasing reve- 
nue. These facts point to the necessity for 
life insurance agents to keep thoroughly posted 
upon this subject, in view of the large amounts 
of life insurance which have been sold and will 
be sold in the future to provide estates with 
ready funds to meet inheritance taxes. The 
new 1922-1923 service will be issued by Pren- 
tice-Hall this month, the price being $60 per 
year for complete service, which may be or- 
dered through The Spectator Company. In 
form it has many improvements over the service 
of last year, and should be of much help to 
life insurance agents. 
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she could probably obtain something like 
twenty thousand dollars for buildings, land and 
good will. 

ANOTHER WIupDow 

Out in the Bronx lives a worker in one of 
the department stores. She, like Mrs. S., is a 
widow, and her husband died at about the same 
time. Since then the Bronx widow has been 
ceaselessly employed in department store work. 
At the death of her husband, her one child, 
also a boy, was some ten years of age. The 
husband, like the husband of Mrs. S., was a 
clerk on a small salary, and at his death he 
left absolutely nothing but the expenses for 
doctors and the expenses for his funeral. 

Immediately after her husband’s death the 
Bronx widow obtained a position on small pay— 
small pay and the hardest of daily toil. As 
she was obliged to leave her boy daily from 
morning until night, he learned to live mostly 
on the streets. Again and again the widow 
was urged to punish her son because he was 
a truant from school, but the boy was practi- 
cally, and for all the hours of the day, parent- 
less. At sixteen he had become one of a law- 
less gang of young chaps who were watched 
by the police, and at eighteen he and two others 
broke into a little Italian candy and toy shop 
and took what was in the till. He was promptly 
caught and sentenced to a reform school. At 
twenty he had his liberty, but within six months 
committed another burglary, with a companion, 
blackjacking a groceryman and taking some 
six hundred dollars from a cash drawer. Again 
he was promptly caught, and he was sentenced 
this time to a term of seven years in Sing Sing, 
where he now is. 

The Bronx widow is a broken woman, almost 
an invalid, yet she must daily labor for her 
bread, and with little hope for the future. As 
to the son? He has made so bad a record for 
himself while in prison that it can be believed 
he is now a hopeless criminal and that should 
he obtain his liberty he will promptly commit 
another crime. 


How It HappPenep 

Here are the bare, cold facts as connected 
with these two widows. Yet at the death of 
their husbands, except for a not so consider- 
able difference in money, their circumstances 
were much the same. Both were women of 
energy, both had a young son, both were the 
wives of city clerks on small salaries. Why 
this difference in their present circumstances, 
a difference almost as great as seems possible? 

Well, the husband of Mrs. S., the boarding 
house keeper up in the Catskills, happened one 
day—he was a clerk in a fire insurance office— 
to do a favor for an insurance broker. Said the 
broker, “John, I know just how you're fixed. 
Wife and a bit of a kid, and no life insurance, 
and no savings. You ought to be insured for 
five thousand plunks.” 

“Why, that would be impossible,’ replied 
John. “You know about what my salary is.” 

“Yes, I know. At the same time, even if 
you took a cheaper flat and spent less on your 
clothes—and you’re certainly a nifty dresser, 
John—you ought to carry five thousand. You 
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Thursday 


know I’m not talking for the commish | would 
make. My business is pretty hefty, and the 
commish wouldn’t count much. If it wasn 
against the law I’d pay a full year’s premium 
for you. But I'll tell you what I'll do, I'll 
take your note for the first year’s Premium, 
and you can pay me monthly. Very likely next 
January you'll get a raise, but, anyhow, I'll take 
your note for the next year’s premium, and 
you can pay me that monthly. I tell you, John, 
you’ve just got to have that five thousand life 
policy! It isn’t right for you to risk things! 
Not a cent saved up, and a wife and a little 
kid. No, John, that isn’t right. Tm talking 
for your wife and kid, John. I’m not thinking 
of my commish—but you know that.” 

John took the five thousand, and his Salary 
was raised, and for four years he managed to 
meet the premiums. Then he took a cold that 
settled on his lungs, and died within the next 
year of what we used to call “quick consump. 
tion.” The fire insurance office continued his 
salary until his death, which took place in q 
Catskill sanitarium. 

Mrs. S. took the five thousand life insurance 
money, bought an acre of rough land, and put 
up the original boarding house. She knew a 
lot of folks in Brooklyn, and the very first year 
her house was full to overflowing. 


Warat It Witt Do 

Here, then, we have two pictures of what life 
insurance will do, and what the lack of life in- 
One picture rosy with bright- 
ness and success, and the other black as a star- 
less night. And, doubtless, there are thou- 
sands and thousands of similar pictures. They 
are probably everywhere, only the details may 
not be so similar as in the case of the two 
widows. 

Suppose we could see in a movie the com- 
plete stories here so roughly outlined—the 
death of the two husbands; the search for 
employment on the part of the penniless and 
desperate widow, and her struggle in paying 
off debts; the boy on the street with his law- 
less companions; the tears at night on the part 
of the mother, tears and constant pleadings with 
her son; then the news of the first crime; the 
courtroom, where of course she was presett 
when her son was sentenced to the reform 
school; her letters urging repentance; the 
return home, and a little later the second 
crime, with the trial and the passing of her 
son to the tombs and then to Sing Sing, and her 
visits there; then night after night of tears, 
and unceasing labor at day! 

The other picture: Terrible grief, but as 
sured with hope for the future; the build 
ing of the boarding house; success, and the 
delight over a son who was making good in his 
school, in his college, and then in his profes- 
sion. Oh, what amazingly different pictures! 
And the difference due to a sheet of pape 
which so many must be solicited again and 
again, and then again, to take! 

Is it too much to say that these sheets of 
paper are sacred, and that the solicitor on his 
rounds is not unlike a knight of the Holy 
Grail of old, whose boast was that he was the 


surance will do. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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guardian, warden and protector of all those 
in trouble, destitution and affliction? 











Will Represent Prudential In Mississippi 

Jackson, Miss., May 15.—A contract to 
represent the Prudential Insurance Company of 
America, Newark, N. J., in Mississippi, in a 
district agency through the office of A. C. 
Crowder, general agent at Birmingham, Ala., 
has been formed by Z. P. Mills and John W. 
Saunders, this coalescence bringing together 
two of Mississippi's most widely-known life 
underwriters. Mr. Mills began his insurance 
career with the Penn Mutual Life, under the 
former general agency of Ratcliff & Gunter, 
later’ he went to the Security Mutual as junior 
member of the firm of Ragland & Mills, 
general agents, which company ,he has con- 
tinued to represent until he formed the con- 
nection with Mr. Saunders. 

Mr. Saunders was for a number of years 
ecneral agent in Mississippi for the, Missouri 
State Life, selling his general agency in order 
that he might enter the army in the recent 
war. He served with distinction both at home 
and in France and since his return has been 
under contract with the New York Life, as 
special agent. 

New York Life Agents Meet In Memphis 

Jackson, Miss., May 15.—The New York 
Life Insurance Company, New York, held 
a conference in Memphis this week of man- 
agers and agents from its Gulf department, 
which comprises the States of Arkansas, Missis- 
sippi, Alabama and Tennessee. Thomas A. 
Buckner, vice-president; Dr. O. H. Rodgers, 
chief medical director; W. H. Pierson, secre- 
tary, were present from the home office. Gene 
Andrews and Jack J. Parker, ex-presidents of 
the Two Hundred Thousand Dollar Club, were 
also on hand delivering addresses. Agents from 
the several States who exceeded their regular 
allotment by a certain percentage during the 
contest in honor of Vice-President Buckner, 
which ran from January 1 to April 15, were 
present as guests of the company. Agency 
Director C. O. Wilkins, of the Jackson branch 
office; Agency Organizer E. M. Selser, Cashier 
H. H. Graham and twelve men from Missis- 
sippi represented that State. 

Death of E. B. Jewett 

E. B. Jewett, secretary and treasurer of the 
Farmers and Bankers Life Insurance Company 
of Wichita, died at his home last week. He 
was seventy-four years of age. He was one 
of the organizers of the insurance company 
and it was one of the first of ,the Kansas life 
companies to get firmly established in this 
State. Mr. Jewett had been a farmer near 
Wichita for many years and when he retired 
from the farm became active in politics. He 
was warden of the State penitentiary for sev- 
eral years and later came to the legislature. 


It Pays 
Bert Swift of the New Bedford Equitable 
Life Assurance Society Agency, who adver- 
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tises for prospects and gets them in that way, 
says the following sales talk pays. It stands to 
reason that he is right. This tip will put money 
in the pocket of any Equitable agent who has 
wit enough to recognize and utilize a good 
thing when he see it. 


Joe, if anything happened to you I would like 
to give your wife $10,000, but I can’t do it be- 
cause I have a wife and daughter of my own to 
take care of. But you can do it, if you will let 
Dr. Stetson look you over. 


—The National Bureau of Casualty and Surety Un 
derwriters reports that it has mailed out thirty-two 
tons of the new automobile rate manuals. 
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One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,250,000. In- 
surance in force $103,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 18 States. For 
territory write today 


AGENCY DEPARTMENT - 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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TO ISSUE RATED POLICIES 


We are satisfactorily handling 


REINSURANCE 


for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your case. 


Reinsurance on the yearly Renewable ‘Term plan, or for substandard 
risks on the Coinsurance basis. Our decision given by wire on day of receipt of : 
your papers. , 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


Head Office, Waterloo, Ontario. S. C. Tweed, President, 


Prudential Announces Plan Through 
Acting President E. D. Duffield 








WILL NOT RATE UP AGES 
Special Ratings Will Be Termed Special, 
Medium, Hazardous, and 
Extra Hazardous 
The Prudential Insurance Company of Amer- 
ica, through Acting President Edward D. 
Duffield, has announced that it will henceforth 
issue rated policies. The company has con- 
cluded that there is now at hand sufficient ex- 
perience relating to sub-standard business to 
justify the making of rates and has formulated 

a plan for doing so. 








The plan of the Prudential differs from that 
of most other companies in that it provides 
special rates under a series of classifications, 
whereas the general practice is to select the 
rate ordinarily used for a higher age. 

The announcement of the company reads as 
follows: 


Rejections result in loss of time and money to the 


“2. The ratings will be termed Special, Medium, 
Ilazardous and Extra Hazardous. Premiums will be 
based upon these ratings at the actual age of the ap- 
plicant. Ages will not be ‘rated up.’ 

“3. Inquiry blank (Ordinary form 1167) must be 
forwarded to the Ordinary Issue Department covering 
any person whose application has been rejected, post- 
poned or modified by this or any other company within 
the previous five years. The agent will be charged 
with the medical fee if the foregoing rule is not ob- 


corresponding forms of regular policies. 
“7, Rated policies will not 
clause except as at present provided. 
“8. A canvass of risks 
panies should not be made.” : 
We believe that the foregoing extension of om 
practice will be beneficial alike to the company, 
field force and the insuring public. 


contain a disabjfi 


declined by other eg 


Dr. Ira E. Hoffman of Chicago, IIl., medica 


agent and the company, as well as disappointment to 
a class of applicants particularly in need of protection. 
situa- 


director of the Security Life Insurance Comp 
pany, was recently in Pine Bluff, Ark., makim 
an inspection of the general situation in ff 
part of the country. Dr. Hoffman has bees 
making a tour of Kentucky, Missouri and Tet 
nessee, inspecting the general offices, and made 
his first trip into Arkansas on the present visit 
here. He expressed himself as being yer 
favorably impressed with this State. He. lef 
here for St. Louis, Mo., en rovte to his heats 
quarters in Chicago. : 


served and the case is rejected or if a modified form 


is issued and not placed. Sce instructions in Rate 


The company, long desirous of meeting the 
tion as far as possible, collected sufficient 
information from its own experience—and that of “4, Ratings 
plan, cupation will not usually he removed. 

Loan and non-forfeiture values for 
Hazardous rating 
Special values will be used for 
These will probably 


<hee 
has now Book. 


imposed for causes other than  oc- 


other companies—to announce the following 
which takes effect at once: “Ds 

“1. The practice of rating various forms of impair- Medium and 
ment will be extended, and we will issue policies in same as at present. 
such cases as would formerly have been rejected if it Extra Hazardous rating policies. 
is felt from the information before us that insurance not vary greatly from the values in regular policies. 
can be granted at suitable ratings. “6. Commission rates will be the same as for the 


Special, 
policies will be the 
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CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 








The Last Word in Service 


Through its free Health Service, The Guardian pro- | 
tects the policyholder’s health as well as his life. For | 
five years this Company has offered to its policyholders the © 
well-known service of The Life Extension Institute with= > 
out charge. That it has been of incalculable benefit to > 
the Company’s clients is proved by this analysis of last | 
year’s experience: 

67% of policyholders examined revealed moder- 
ate physical defects or impairments. 
25% showed advanced physical defects or im- 
pairments. 
6% were seriously impaired. 
Through these examinations it was pos- 
sible to make the “‘stitch in time’, thus preserving d 
health and prolonging life. a 
If you want to know the whole story of what this Come is 
pany is doing for its policyholders and agents, address: % 


T. LOUIS HANSEN, GEO. L. HUNT, | 
Vice-President Supt. of Agencies 








atau The Guardian Life Insurance Company, 


OF AMERICA 
HERBERT M. WOOLLEN 





Established 1860 under the Laws of the State of New York 4 . 


PRESIDENT a 
Home Office 50 Union Square, New Yorks 
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Advertising Plan Shaky 
(Continued from page 13) 
jgn was approached but refused to make 
statement even after Mr. Thorp’s telegram 
been read to him. He said, however, that 
bere had been a considerable mix up and he 
not have anything to say at the present time. 
“He thought that a full statement would be given 
Pout later and promised to mail it or telephone it 
| {o THE SPECTATOR if it was ready by Wednes- 
© day morning. prior to our going to press. If 
we did not hear from him, then no statement 
been issued. 
© That things are not as they should be seems 
fo be evident when it is recalled that Mr. 

Thorp, while declining to make a_ statement 
and referring the matter to Mr. Ensign, wrote 

letter to the life insurance companies solicit- 
ing contributions from the companies for in- 

#itutional advertising in daily newspapers, and 
‘was quite specific in his letters in setting 
orth details of the proposed advertising 

scheme. Now, Mr. Ensign, speaking for Mr. 
Thorp and the National Association refuses 
q to make a statement. 
© To its correspondent in St. Louis, 
4 SrecraTor sent a telegram which read: 
‘Have read your telegram to another journal. Ask 
> Barkhurst if he did have or has any arrangement 
| with National Association of Life Underwriters for 
| supplying insurance information to daily 
© placing advertising. Barkhurst 
! tional Association’s statement that contract was made? 
| | Inresponse to the above our St. Louis corre- 
spondent questioned Frederick K. Barkhurst 
- concerning his alleged connection with the in- 
 Stitutional advertising plan of the National As- 
F sociation of Life Underwriters. He advised 

Tue Spectator by telegraph in reply as 
follows : 

Mr. Barkhurst this morning absolutely refused to 
Make a statement. He said any information wanted 
Must come from the National of Life 
Underwriters. Mr. Barkhurst said he had received 

— several telegrams and letters on the matter, but had 


» feferred all to the National Association of Life Un- 
derwriters, 


THE 


papers or 


Or does deny Na- 


Association 


He would neither affirm nor deny that 

> he had any connection or arrangement with that as- 

| sociation; neither would he say whether he had any 
connection with Red Letter Service Company of 500 
Fifth avenue, New York. 

In a previous telegram from St. Louis, Mr. 
Barkhurst is reported as having said that he 
had nothing to do with the proposed life insur- 
ance plan of institutional advertising. 








J. H. Kemper Renominated 
(Continued from page 9) 
obligations should be reciprocal, insurance can 
€xpect much from business. 
H. P. Moore told of the extension of the busi- 
Mss of the American companies into foreign 
’ fields through the American Foreign Insur- 
) aice Association. He does not look for rapid 
Stowth of foreign business but believes it will 
Me on sure and enduring basis. He said busi- 
p tess is going on as usual in other countries. 
/ American insurance companies must pick and 
4 ‘choose with great discrimination but should 
| 4m always to support the American exporter 
and banker and the American trader or manu- 
facturer on foreign soil. 


Over one hundred insurance men were pres- 
ent, among them being H. A. Smith, president, 
National, Hartford; John B. Morton, president, 
National Board of Fire Underwriters; O. E. 
Schaefer, president, Westchester, New York; 
James V. Barry, fourth vice-president, Metro- 
politan Life, New York; Walter H. Bennett, 
secretary, National Association Insurance 
Agents, New York; A. C. Hegeman, Insurance 
Federation State of New York; H. H. Putnam, 
John Hancock Mutual Life, Boston; B. N. 
Carvaiho, Hartford; H. H. Behrens, Chicago; 
H. P. Cooper, Crawfordsville, Ind.; C. A. Mc- 
Cotter, Indianapolis; F. Highland Burns, R. 
H. Thompson, J. K. Voshell, Baltimore; L. R. 
Welch, Fitchburg, Mass.; A. Duncan Reid, 
Newark; S. D. McComb, J. S. Phillips, N. D. 
Sterling, New York; John L. Train, Utica; 
E. S. Nail, Mansfield, Ohio; Houston Dunn, 
H. W. Stokes, Philadelphia; H. L. Ekern, 
Madison, Wis.; W. A. Rutledge, Ira B. Thom- 
son, Des Moines; H. B. Burnett, Indiana; R. 
R. Brown, first vice-president, American 
Surety, New York; E. K. Davis, New York; 
C. W. Evans, Fairmont, W. Va.; E. H. 
Brashear, Washington; E. A. Forsyth, Wash- 
ington; F. R. Bell, Charleston, W. Va.; W. J. 
Beggs, Cleveland; D. S. Coakley, I. S. D. 
Sauls, Washington; C. H. Smith, Providence; 
Frank E. Hall, Richmond, Va.; W. L. T. 
Rogerson, Richmond; John Dolph, Washing- 


ton; A. W. Neale, Cleveland; J. R. Young, 
Buffalo; F. Robertson Jones, New York; 
Howard M. Bougher, Philadelphia; Ralph W. 
Lee, T. P. Boland, Washington; E. B. Stinde, 
St. Louis; H. P. Stein, Jr.. New York; H. B. 
Burnet, Indianapolis; W. H. G. Kegg, Mans- 
field, Ohio; F’. J. Martin, Seattle; I. G. Hoag- 
land, New York; Clarence A. Cotton, Provi- 
dence; S. H. Pool, Philadelphia; C. H. Cuth- 
bert, Petersburg, Va.; C. J. Gundlack, New 
York; A. H. Greeley, Cleveland; J. W. Clegg, 
Philadelphia; H. P. Janisch, Chicago; G. E. 
Dunker, C. F. Roberts, R. N. Kidwell, T. A. 
Lee, Washington; Charles Fenchter, Cairo, III. ; 
Harry I. Koch, Allentown, Pa.; H. S. Ives, 
Chicago; J. T. Hough, Mt. Rainer, Md.; 
G. B. Mulbaur, New York; D. H. Dunham, 
Newark; Robe Bird, Milwaukee. 


Committee on Blanks in Session 
at Commodore 

The committee on blanks of the National 
Convention of Insurance Commissioners, of 
which Henry D. Appleton, first deputy of New 
York, is chairman, has been meeting this week 
at the Commodore hotel. The committee in 
executive session has been considering the re- 
port submitted to it by the sub-committee on 
fraternal blanks, which held a hearing at which 
a number of fraternal officials, including Abb 
Landis, were invited and presented their case. 
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ABOUT MORTGAGE LOANS 


Why continue to bear the heavy burden imposed on your legal 
department by the re-examination of abstracts and other in- 
vestigations in handling mortgage loans? 


This unnecessary expense can be avoided by insisting upon 


Title Insurance Policies on your 
Farm Mortgage Loans 
We.insure titles anywhere in the United States. 


Ask for Our Special Booklet 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 


$6,000,000 
Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows-that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 








THE HEAP OF 
OLD TIN CANS 





If the city farmer allowed a heap of old tin cans to cover 
half of his back yard he would have little room for his 
garden. 

The ‘‘old tin cans” in the territory of the Life Insur- 
ance agent are the people he can not write for insurance, 

Lincoln Life agents have little of this unproductive 
material in their territory because they can write women 
on the same basis as men and can write men engaged 
in hazardous occupations and those who have physical 
impairments. 

All your territory has production possibilities when you 


(Cink uP (wis tHe Q)LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 














Lincoln Life Building Fort Wayne, Indiana 


Now More Than $205,000,000 in Force 



































PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


>) 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,- 
572 to policyholders and beneficiaries, and had ac- 
cumulated $675,319,164 for them. Dividends to 
policyholders totaled $361,465,227 in the same period. 


Total insurance in force at the end of 1921, $2,472,- 
651,779. 


Corporations and Partnerships protected by Busi- 
ness Insurance, Inheritance tax provision for large or 
small estates. Philanthropic institutions endowed. 
Income policies for the protection of homes and de- 
pendents. Annuities for the aged. Up-to-date Dis- 
ability and Double Indemnity provisions. 


For terms to producing Agents address 
The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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The Pocket Register of Accident 
Insurance, 1922 


The Pocket Register of Accident Insurance 

for 1922 has just been published by The Specta- 
ior Company, New York. This is an excellent 
pocket reference work exhibiting the statistics 
of American stock and mutual accident and 
health insurance companies, giving statistics of 
the business of personal accident and health in- 
sirance only for each of the five years ending 
January I, 1922. 
“It embraces much useful information in a 
very condensed form and may be readily car- 
red in the pocket. The tables show data as to 
items of income, expenditures and financial con- 
dition, the companies being arranged in vari- 
ous groups according to their classes. 

For the stock accident companies there are 
given personal accident premiums, health pre- 
miums, total premium receipts and total in- 
come; personal accident claims paid, health 
claims paid, total paid to policyholders, expenses 
of management (including taxes) and total ex- 
penditures; also total admitted assets, total 
liabilities except capital, and surplus to policy- 
holders. 

In the division devoted to statistics of mutual 
accident associations, the items include premiums 
or assessments, other payments by members, 
total income, paid-for claims, other payments to 
members, paid to agents and medical examiners, 
expenses of management, total disbursements, 
assets, liabilities, net surplus, number of -cer- 
tiicates written during the year, and number of 
certificates in force at end of year. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 


ey 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 














insurance problems. 


205 N. Michigan Ave. 





Tried Men in the Field 


OLD LINE SERVICE has experienced men in the field, working out 


OLD LINE SERVICE gets to the bottom of insurance troubles, and 
through its reports their clients know how to meet them. 


Companies using this service are rapidly recognizing it as indispensable. 


Old Line Service 


Incorporated 


CHICAGO 








Similar data are given for mutual sick ben- 
efit associations. 

Other information given embraces the name, 
location and capital of company, and names of 
principal officers, with date of organization. 

The Pocket Register of Accident Insurance 
contains thirty-two pages and cover. It pre- 
sents the statistics of over 146 organizations 
This 
very useful, compact and accurate publication 
sells at 75 cents per copy in manila binding, 
and $1.25 in flexible pocket book. 


transacting accident and health insurance. 


Guardian Life’s American Business 
Increased 

In 1921 the Guardian Life Insurance Com- 
pany of America, New York, wrote more new 
business than in any previous year, except 1920, 
in which year the production was abnormally 
large, and it closed the year with an increase of 
$13,216,804 in insurance in force in the United 
States. The apparent decrease of $30,344,025 
in total amount of insurance in force, as shown 
in the tabulation of “Life Insurance Business in 
1921” in THE SpPecTATOR of May 4, is due to the 
adoption of lower rates of exchange for Euro- 
pean currencies, and it pertains entirely to the 
European business of the company. 

In accordance with the rules of the New 
York Insurance Department, it has heretofore 
been the practice for the Guardian Life to re- 
port its foreign business on the basis of normal 
rates of exchange. This year the company, in 
line with its well-known policy of conservatism, 
requested and obtained permission from the 
department to place such business on a lower 
exchange basis, to more nearly represent true 
values in American dollars. On the new basis, 
the foreign business, which has been in liquida- 
tion since 1918, when the Guardian ceased to 
write business outside of the United States, 
now constitutes less than 2% per cent of the 
total amount insured, with a corresponding re- 
duction in all the other figures relating to such 
business. 

The Guardian Life had an _ exceptionally 
favorable experience last year, having earned an 
unusually high rate of interest on its invest- 
ments (5.33 per cent), while its actual mortality 
was but 47 per cent of that expected, and ex- 
penses were reduced. As a result, dividends to 
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policyholders will be about 12% per cent larger 


this year than in 1921. 


Lincoln National New Home Plans 

Plans are almost completed for the new home 
office building for the Lincoln National Life 
Insurance Company of Fort Wayne. The 
structure will have a frontage of an entire 
square facing on Harrison street, one of the 
principal business streets of the city and ex- 
tending from Douglas avenue to Brackenridge 
street. It will run back 120 feet on both 
Brackenridge and Douglas. 

This first unit, which will be four stories high, 
will be in the form of the letter “U,” with the 
wings of the building extending sixty feet in 
front of the main entrance. The approach will 
be suitably beautified and there will be a large 
statute of Abraham Lincoln in front of the 
building. Foundation will be placed for a 
fifteen-story building, so that units can be 
added as needed. 

The Lincoln Life home office force will oc- 
cupy the entire building, with none of the struc- 
ture being given out for office rental. At its 
present rate of growth it is expected that this 
first unit will be of sufficient size to house the 
Lincoln Life home office force for the next five 
years, when additional building will be neces- 
sary. 

Vice-President and Manager Arthur F. Hall 
has been giving much of his time of late to 
helping plan a schedule of construction which 
will see the edifice erected in record-breaking 
time. Demolition of the buildings on the site is 
going on now and excavation will follow at 
It is planned to have the structure under 
roof by January, 1923, and to be able to make 
use of the building by June of next year. 


once, 


Earl Ellis, Mississippi 
Commissioner 
Jackson, Miss., May 16.—Hon. T. M. Henry, 
Insurance Commissioner of Mississippi, an- 
nounces the appointment of Earl Ellis as 
Deputy: Insurance Commissioner, to succeed 
John A. McNair, who resigned during Febru- 
ary. Mr. Ellis has been acting deputy since 
Mr. McNair left the office. His appointment 


Deputy 


has been approved by Governor Russell, as re- 
quired by law, and he has made the stipu- 
lated bond of $5000, 








THE SPECTATOR 








Thursday 






















North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprink!er 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance probiems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 


PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


EIR teense es $10,007,098 .20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 

ge a are 87,648,741.00 








The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up.- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us, 


Address: E. G. SIMMONS, Vice=President and 
General Manager, New Orleans, U. S. A. 











































Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 











Organized 1871 


Life Insurance Company of Virgini 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


ec ees ty ee ee $28,308,449.13 
ET EET PET re 25,109,146.04 
Capital and Surplus... 0.6025 +% 3,199,303.09 


Ineerance im Foret. .......ce<ces 214,188,461 00 
Payments to Policyholders....... 1,897,435.45 


Total Payments to Policyholders since 
Ovrganination ........ <0. ccccssceuns $27,720,705.42 


JOHN G. WALKER, President 



























Fourth Edition—Revised 


OBJECTIONS AND ANSWERS 


By Ira C. EDWARDS 





A book for life insurance agents designed to meet 
possible objections and evasions set up by prospects 
against life insurance. 

Full of Humor and Sound Common Sense. 

Meets all objections of the Scoffer and the Student 


Price per copy—$1.50. 
THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


Cuicago OrFicr 
Iesunance Excoancn 











TWO BOOKS OF REAL MERIT 


The Real Estate Educator 


F. M. PAYNE, (New Edition 1920) 


A repository of useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 
you NEED to know, what you OUGHT to know. The 
New 1920 Edition contains The Federal Farm Loan Sys- 
tem, How to Appraise Property, How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, The A 
B C’s of Realty and other useful information. 

208 pages cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This instructive book contains the kind of information 
most people want. You can know the law—what to do— 
what to avoid. It is a daily guide—a manual of refer- 
ence for the business man—the law student—the justice 








of the peace—the notary public—the farmer—the clergy- 
man—the merchant—the banker—the doctor. 
pages printed on biole paper. Cloth $1.50. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 WILLIAM STREET 
InsurANCE ExcHANGE NEW YO 
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SOUTHERN INSURERS 
Hold Three-Day Session at Cincinnati 
pISCUSS DISHONEST POLICYHOLDERS 


Better System of Accounting in Branch 
Offices Among Topics 

Cwannati, Onto, May 16.—When the 

Southern Industrial Insurers Conference held 
their three-day session in the Queen City of 
the West last week they broke a precedent in 
their history. Never before had they met 
north of the Ohio river. The recent meeting 
was held here at the earnest solicitation of J. 
W. Scheer, president of the Interocean Casualty 
Company, the only Cincinnati member of the 
conference, which is composed of about thirty 
companies writing industrial, life, health and 
accident insurance in the South. The dele- 
gates were the actuaries. 
Adoption of uniform ruling relative to the 
cancellation of policies of dishonest or ma- 
lingering policyholders and the arrangement for 
a better system of accounting in branch offices 
were the two principal matters of discussion. 

One of the principal addresses of the opening 
session was made by Dean K. Brundage, sta- 
tistician of the United States Public Health 
Department at Washington, who urged the co- 
operation of industrial insurance executives in 
gathering statistics which might throw light 
upon the sickness among policyholders of in- 
dustrial life and sick benefit companies in the 
South, Mr. Brundage said that the Public 
Health Department has no reliable statistical 
information on either the bona fide sickness or 
the malingering of industrial insurance policy- 
Such information, he added, is very 
much desired, that some plan may be devised 
for the prevention of disease. 

The Health Department, he said, had pre- 
vented increases of mortality through coopera- 
tion of life insurance companies and it is now 
desirous of preventing increases of morbidity 
through cooperation of industrial and sick ben- 
eit insurance companies. In commenting on 
Mr. Brundage’s remarks I. S. D. Sauls of 


holders. 











JOHN J. McINTYRE 


(Formerly Chief Adjuster, Equi- 
table Life Assurance Society) 


Announces the Opening 
of His Office 
in the 
Woolworth Building 


Telephone Barclay 3554 


and 


Solicits Detective and Investigat- 
ing work of the better grade for a 
few select clients. 


LICENSED AND BONDED 














Lee nad at 


Washington, D. C., president of the conference, 
said that the only cure for the malingerer is 
the penitentiary and he assured the Health De- 
partment man of cooperation. 

P. M. Estes of Nashville, chairman of the 
legal committee, said: “Malingering is a species 
of graft and there is no natural law that can 
control it.” “We know that dishonest policy- 
holders are continually practicing sham illness. 
It is the economic loss and wastage of time with 
which we are chiefly concerned. To feign ill- 
ness the malingerer has to stay in bed all day 
until the examiner comes. He then goes out at 
night and mixes with the criminal classes, thus 
vastly augmenting the forces of crime and evil. 
It is for the good of society that malingering 
be stopped.” 

Advice that the cost of insurance be kept 
at the minimum consistent with safety for the 
institutions and their policyholders was given 
the delegates by John D. Sage, president of 
the Union Central Life Insurance Company. 
He told them that the insurance business need 
no longer fear that the States will attempt to 
establish William R. 
Sanders, Cincinnati, president of the Health 
and Accident Underwriters Conference, also 
made one of the outstanding addresses of 
the S. I. I. C. meetings. In introducing him 
President Sauls said that he had probably done 
more for the health and accident insurance 
business than any insurance man in the country. 
Mr. Sanders gave indorsement to the impor- 
tance of statistical information and he also 
urged cooperation with the insurance depart- 
ments of Ohio and Kentucky, which he said 
were ably headed, and the United States Pub- 
lic Health Service. He said that the repeal 
of the Federal tax on insurance premiums which 
saved casualty companies $18,000,000 a year 
was a monument to the statesmanship of Con- 
gzressman Nicholas Longworth of Cincinnati. 


insurance companies. 


Insurance Agency Company 

Holds Meeting 

CINCINNATI, On10, May 16.—Charles G. Law, 
vice-president and general manager of the Law’s 
Insurance Agency Company, outlined insurance 
methods from 1852 to 1922 in an address at the 
seventieth anniversary dinner of officers, agents 
and employes of the company last Thursday 
night at the Cincinnati Business Mens Club. 

Elwin A. Law, toastmaster, introduced the 
following speakers: Charles H. Holland, Max 
R. Tuttle, J. M. Barkdull and 


Law’s 


Bernstein, C. 
Arthur Kieve. 


Madison, Wis., Boosts Automobile Rates 

Mapison, Wis., May 17.—The State Insur- 
ance Commission to-day announced its approval 
of increased automobile insurance rates for fire 
and theft protection. The increase, determined 
by the Wisconsin inspection bureau, will raise 
rates from 75 cents a $100 to $1. The increase 
goes into effect at once. Heavy loss ratios in 
this type of insurance make the increase neces- 
sary, the department stated. 





—Directors of the Firemens Insurance Company of 
Newark, N. J., have voted to increase the paid-up 
capital of the company from $1,250,000 to $2,000,000. 
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TAXI=CAB BONDS 
Opinion by Attorney-General Newton 
NOT MERE INDEMNITY AGREEMENT 


But Unconditional Liability to Pay Any 
Judgment Up to $2500 

Attorney-General Charles D. Newton of 
New York has handed down the following opin- 
ion relating to bond requirements for taxi-cab 
drivers: 

We have lately given quite careful consideration to 
Chapter 612 of the laws of 1922, which is to be ad- 
ministered by your department and which provides 
that all who are engaged in transporting persons for 
hire in motor vehicles along the public streets of a city 
of the first class, shall file with your commission a 
bond or a policy of insurance in the amount of $2500 
for each vehicle intended to be operated, conditioned 
“for the payment of any judgment recovered against 
such person, firm, association or corporation for death 
or for injury to persons or property caused in the 
operation or the defective construction of such motor 
vehicle. Such bond or policy of insurance shall con- 
tain a provision for a continuing liability thereunder 
notwithstanding any recovery thereon.” 

We are not unmindful of certain provisions of the 
insurance law which prohibit a stock or a mutual com- 
pany from exposing itself to loss on any one risk or 
hazard in excess of 10 per cent of its capital and 
surplus or of its net and contingent assets (Insurance 
Jaw, Sections 24, 196, 349). However, the new law 
itself is sufficient authorization for the issuance of 
the policy or bond which it describes, and whatever 
may have been the impression of individual legis- 
lators, the statute in language not uncertain makes 
the bond respond in the amount of $2500 for any 
judgment recovered against the insured without limita- 
tion, for the liability is a continuing one. Liability 
in any particular accident is not mentioned but the 
statute deals alone with recoveries for personal in- 
juries or property damage in the form of judgments, 
ali of which by reason of the continuing feature of 
the instrument have their claim upon the bond. 

I do not believe this bond should contain any of 
the usual clauses inserted in indemnity policies issued 
pursuant to the Insurance law. The statute is an 
amendment to the Highway law, its purpose is to 
protect the public and not the carrier, and its terms 
are sufficiently set forth in the statute. No restriction 
in the policy or bond can detract from the liability 
imposed by the law and therefore the insertion, of con- 
ditions is valueless. 

Accordingly, any stipulation denying liability in 
ease of accidents arising in a speed contest, or while 
the driver is intoxicated or is under the legal age, 
should he rejected. Likewise any restriction of liability 
for lack of notice to the surety by the insured or by 
the injured party lacks legal efficacy. Insurance com- 
panies who write the bonds may arrange collaterally 
with the passenger carrier for any form of notice 
(or assistance with the evidence) they desire which ad- 
ministratively will promote their mutual interests, but 
which does not seek to relieve from the obligation 
to pay judgments carried by the statute. As for the 
injured party, he proceeds to judgment before relations 
with the surety arise. If payment of the judgment 
is not made he sues upon the bond. (Fosmire vs. 


National Surety Company, 229 N. Y., 44.) So, an- 
swering further your inquiry, the standard clause 


fcr indemnity policies issued by insurers permitting 
suit by the injured party against the insurance com- 
pany is not necessary. (Insurance law, Section 109.) 

Whatever we call the instrument required by the 
statute, whether an indemnity bond, a personal bond 
or an insurance policy, it is not a mere indemnity 
agreement, but by force of the statute expresses one 
and only one liability, unconditioned, namely, to pay 
any judgment up to $2500 recovered against the pas- 
senger carrier. 

I am in accord with your view that accidents hap- 
pening outside the territorial limits of a city of the 
first class are without purview of the statute. 
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W. E. SMALL, President 


When Insured in Georgia Casualty Company 


you Are Sure Or Service Everyone ts 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


Ree, 


E. P. AMERINE, Secretary 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 


ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


. B. ALEXANDER, President 
General thieear Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 


The Farmers and Bankers 
Life Insurance Company 
Invites Inspectton—Inquiry of Integrity 
It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 




































MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 


Paid-up Capital $100,000.00 
Admitted Assets Dec. 31, 1920, $307,412.00 


Policies Issued on the Weekly Plan Only 
W. A. JOHNSON, Pres. J. A. WALKER, Secy. 














THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 












New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Msgr. 




































The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ta std POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Independence Square Philadelphia, Pa. 











Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 
























THE MASONIC MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921. . $42,448,000.00 
Gain in Insurance in Force. . 30,124,750.00 


Insurance in Force December 31, 1921... 101,222,295.00 
Assets...... Behar ses Seis fore saree 4,613,494.57 
Increase it ES RRS ARE RROD: 1,518,954.00 
Increase in Reserve. eeibe 1,282,156.00 
Increase in Surplus.. eis "225, 575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY 
President 


Homer Building 
Washington, D. C 
























ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 
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Casualty, Surety, Etc. 








NEARLY 200 AT DINNER 


Casualty & Surety Club Holds Thir- 
teenth Annual Banquet 








EDWARD C. LUNT AND AUGUSTUS 
THOMAS THE SPEAKERS 





Plenty of Entertainment Provided— 
Many Executives Present 


Prohibition was one of the chief topics of 
discussion at the thirteenth annual banquet of 
the Casualty and Surety Club of New York, 
held Wednesday evening, May 10, on the roof 
of the Waldorf-Astoria hotel. The subject was 
ably and brilliantly covered by Augustus 
Thomas, well-known playwright and author, 
who maintained that the eighteenth amendment 
isa blemish on the Constitution and that some 
of the means which have been proposed to en- 
force the Volstead act are indicative of the 
sentiment among reformers that the liberties 
provided by the Constitution should be annulled. 
Mr. Thomas found his audience in full agree- 
ment. 

Edward C, Lunt, vice-president of the Fidelity 
and Casualty Company of New York, was a 
second speaker. Mr. Lunt is about to publish 
a book upon suretyship and referred frequently 
to it in the course of his speech, which was full 
of wit and persiflage, largely directed at him- 
self. 

Nearly two hundred men from the ranks of 
the casualty and surety business of New York 
attended the dinner. President John S. Turn, 
manager of the Attna Life and affiliated com- 
panies at New York, presided. The arrange- 
ments were in the hands of a committee con- 


sisting of James R. Garrett, E. E. Bradley, 
John Baptiste, Clarence Giffin and A. J. Row- 
land. Several professional entertainers won 
universal approval from the diners. 

Among the guests present were James S. 
Lown, second deputy Insurance Commissioner 
of New York; H. S. Ives of the Casualty In- 
formation Clearing House, both of whom were 
introduced by the toastmaster; Jesse S. Phil- 
lips, general manager of the National Bureau 
of Casualty and Surety Underwriters; W. G. 
Falconer, president of the Norwich Union In- 
demnity Company; Alonzo Gore Oakley, man- 
ager of the New York office of the United 
States Fidelity and Guaranty Company, and 
Bayard Holmes, president of the Hooper- 
Holmes Bureau. 





PERSONAL ITEMS 








Jere H. Barr, recently elected president of 
the Insurance Federation of Pennsylvania, is a 
prominent citizen of Reading, Pa., and a mem- 
ber of the general agency firm of Essick & Barr, 
representing the A<tna companies in a territory 
embracing ten counties. For a period of six 
years he was general secretary of the Lebanon, 
Pa.. Y. M. C. A., during which time, under the 
direction of and largely through his organiza- 
tion ability, a fund of $100,000 was raised to 
erect a Y. M. C. A. building. This drive 
started and all funds were secured within two 
weeks. During his stay in Lebanon, “romance” 
came to Mr. Barr and he married one of that 
city’s charming young ladies. After a time 
greater fields of activity beckoned him, and 
with Mrs. Barr they moved to Reading, Pa. 
This was in 1908, when he engaged with Mr. 
Essick in the business of insurance. Mr. Barr 


is a director in the Chamber of Commerce of 





Reading. Last year, as its president, that body 
saw its most successful year, showing a mem- 
bership increase from 1000 to 1400. He is a 
charter member of the Rotary Club and is also 
actively identified with the Reading Lodge of 
Perfection and Consistory, being an officer in 
both. He is a director in the Industrial Loan 
and Thrift Company and also the Penn National 
Bank of Reading. During the war he had 
many important duties to perform, such as 
chairman of U. S. Public Reserve, chairman of 
Berks County Resources and Conservation Sec- 
tion of War Industries Board, and others. 

Herbert Appleton, vice-president of Appleton 
& Cox, New York, has announced that he is 
retiring from active business after fifty years in 
the marine field. F. H. Appleton, his son, is 
severing his connection with the firm and will 
engage in the insurance brokerage business. 

Walter L. Quinlan, of the staff of the Eastern 
Underwriter, has resigned to become executive 
secretary of the Swampscott, Mass., Community 
Service. 

Jesse S. Phillips, general manager of the Na- 
tional Bureau of Casualty and Surety Under- 
writers, is very proud of his new offices in the 
Wurlizter building on 42nd street. The bureau 
occupies an entire floor of the building, so pro- 
viding comfortable quarters for all the depart- 
ments and giving sufficient room for expansion 
as the organization grows. Mr. Phillips has his 
own room very tastefully decorated, including 
window hangings, about which he is still some- 
what doubtful. He likes them, all right, but 
fears that some visiting executive will think they 
look more like home than an office. Mr. Phillips 
has provided a large double committee room 
for the future meetings of the bureau and its 
committees which is now being suitably dec- 
orated and furnished. Perhaps it was due to 
rumors of this added comfort that the last meet- 
ing of the bureau was reported as being one 
of the most successful ever held. 

Brig. Gen. William E. Harvey, who died in 
Washington, D. C., recently and was buried in 
Arlington cemetery, was a son of the late Wil- 
liam E. Harvey, actuary, and a first cousin 
of Julian C. Harvey, actuary, of St. Louis. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 
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: 
A Policy Saved is a Policy Made 





THE OTIS HANN COMPANY, lnc, 


“Life Insurance Service” 


10 So. La Salle St. Chicago, Ill, 





20 Years’ Experience Backs Our Service” 


















Prominent Agents and Brokers 























LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 


ican Eagle Auto- National Union 


Ameri New Amsterdam 
mobile-Hartford National-Hartford 


Casualty Co. 


American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 3473 


CHICAGO 


reser 








meee 


W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST, 
NEW YORK 








BROKERS’ LINES SOLICITED 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Compani a tions or 
Orders. ‘ : 
Temporary money advanced on strictly private 
arrangements. 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York Cit 


Expert Advice on Domestic, Tropial and 
Semi-Tropical Business 


Cable Address: Gertract, New York 



















FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, Iowa 


Hume-Mansur Bldg. 
Hubbell Building 


GEORGE B. BUCK 

















Actuarial 


















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 

































WINFIELD W. GREENE 
CONSULTING ACTUARY 
AND UNDERWRITER 


Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 


























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accoustants 


THE BOURSE PHILADELPHIA 




















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, ee 





ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 





10 Jackson Place, N. W. Independent Life Building 











Insurance Examiners and Adjusters 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


| 

















FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


ment, underwriting, loss adjustment and investment to adja 
of American and foreign insurance companies, desires a 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem basis. 


Address A. L. CAMERON 








NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 


With Twenty Years’ Practical Experience in voy ae 


Box 10, Care, The Spectalo 
Cable Address: Lawbond—New York 
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Statisticians 








rs 


Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











URGES BROAD VIEWPOINT 


A. H. Mowbray, President of the 
Casualty Actuarial Society 


PUBLIC SENTIMENT MUST BE 
WEIGHED 


Casualty Companies Need to Prove Ability 
to Perform Greatest Good for 
Greatest Number 

At the spring meeting of the Casualty Actu- 
arial Society held to-day in the Hotel Penn- 
sylvania, New York, A. H. Mowbray, presi- 
dent of the organization, delivered an address in 
which he urged the value of a social point of 
view in the conduct of the casualty insurance 
business. The following are extracts from his 
adress : 

In the course of my remarks at the opening of 
our last meeting I briefly traced the course of in- 
surance rate legislation up to that time and noted the 
change in the public attitude from a tendency to rely 
mn competition for the regulation of rates to a tendency 
toward very strict governmental supervision. During 
the past winter we have witnessed a State investiga- 
ion into the housing situation in New York city which 
included in its ramifications a study of rates and rate 





making procedure in fire insurance and various lines 
of casualty insurance. Out of this has come new 
legislation governing the regulation of rates for all 
To many this undoubtedly seems to 
be an unwarranted interference with the conduct of 
Rate regulation in workmens com- 
pensation insurance has come to be accepted, but when 
similar regulation extends to lines like public liability 
and automobile liability undoubtedly many will think 
it is extended much too far. 

In the present day private business and the right of 
Private contract do not stand sacred and _ inviolate. 
The State does not now hesitate to alter and even pro- 
hibit many kinds of private contracts. The adoption 
ef the principle of workmens compensation throughout 
the world is but one illustration of an interference 
with the right of private contract and of a recon- 
stitution in the interest of all of the relations of em- 
Dloyer and employee. Yet, to-day generally speaking, 
legitimate private business is not interfered with ex- 


of these lines. 


Private business. 


se when it tends toward monopoly or when it per- 
‘forms or attempts to perform public or quasi-public 
services, As to private performing such 
Services, however, the political motto of earlier years, 
“the greatest good for the greatest number” is more 
and more being applied. The day when the manage- 
ment of public service corporations could he typified 
by the expression, “The public be damned.” used by 
ns tailroad president of a former generation, is gone. 
Under these circu nstances it would appear that those 
— carriers which are to survive must be so con- 
“ced as to lead to a public belief that their pres- 
fnee in this field leads to “the greatest good for 


business 


When the public has that be- 
lief, attempts to remove them from the field will be 
futile and until the public has that belief their pres- 
considered as experimental and on 


the greatest number.” 


ence may well be 
sufferance, subject to revocation at any time the public 
becomes convinced some other means of providing the 
required economic service will be more effective. 
Must CuntivaAteE Socrat Pornt oF VIEW 

The insurance executive who is to make his organiza- 
tion a success under these circumstances, and not only 
the executive but all those who are associated with him, 
must, I believe, cultivate a social point of view. It is 
true that the primary concern both of the executive 
end his advisors is the success of their own company, 
but in our complex civilization no one _ institution 
stands alone and the long term 
dividual or institution may be jeopardized not only by 


success of any in- 
mistakes of his own but by those of his associates 
and even of his competitors when those mistakes arise 
from a selfish and narrow point of view. 

Although the advocates of certain types of insurance 
organizations may insist that a fundamental of insur- 
ance as a business is the accumulation of capital 
against future losses, the public at 
thoroughly to understand that insurance itself is a dis- 
tributive service. The accumulation of capital may be 
a necessary part of a properly functioning distributive 
system, but this does not change the idea in the mind 
of the general public that the essential economic ser- 
Persistent low loss ratios 


large has come 


vice is distribution of losses. 
then unquestionably tend to cause the thoughtful part 
of the public to consider the expense element of this 
distribution. They come to look upon the matter in 
the same way as we look upon freight charges upon our 
coal and other commodities, something unavoidable, 
perhaps, but a constant irritation. 

I have talked with the chairman of the Industrial 
Commission of one of our largest States, a gentleman 
who never has believed in monopolistic insurance but 
has successfully advocated the establishment of a com- 
petitive State fund in his State as a regulator of in- 
surance practice and this gentleman has roundly crit- 
icized the private carriers and their representatives for 
spending their time and efforts in a competitive en- 
deavor to secure for one company insurance hereto- 
fore carried with another equally good company in- 
stead of directing all their efforts toward preventing 
accidents and rendering other direct service. The pub- 
lic understands that the expense of the conduct of our 
business is similar to transportation expense in general 
merchandizing operations, and it behooves us to look 
at the matter from a social point of view and ascertain 
wherein this overhead may be reduced by the elimina- 
tion of activities which appear to the public either to 
be useless or worse because tending to bring about 


socially undesirahle conditions. 


Nreps oF Purttc Must Be MET 

But negative virtues never have been the dominating 
characteristic of any great life nor the basis of suc- 
cess of any enterprise. It is the positive and active 
that carry us through. If the companies are to make 
a long run success in the various lines of casualty in- 
surance, they must, I believe, seek out the insurance 
needs of the public and be prepared to meet them both 
in relation to the lines in which they are engaged and 
kindred lines which have not yet been undertaken. 
They must find out what the public expects of them 
and be prepared to do it before that expectation finds 
public expression. 

In recent years the more progressive life insurance 
companies are coming to be goverred by these con- 
siderations. We find the monthly income policy offered 
in addition to the old standard single payment type 
to meet the demand for protection against the lack 


of financial acumen of the beneficiaries. More re- 
cently still, permanent disability henefits have been 
added to provide a family income in the case of 
invalidity as well as death. We also find manv of 


these companies actively interested in health conserva- 
tion work not only for their own policyholders but for 
the public at large. Without even attemptine ade- 
quately to cover this topic, I might call attention to 
the activities of two or three of our own members 
connected with large life insurance companies. The 
public health work in this country owes much to the 
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studies and researches of Dr. IHloffman, Dr. Dublin and 


the late Dr. Crum. 
istrict and other 


health conservation, 


iike activities are by-products of the main business and 


nursing, 


organization of the companies. It has been said that 
the essential characteristic of American manufacturing 
At first sight there 


business 


is the utilization of by-products. 
does not seem to be room in the insurance 
for the development and use of by-products, yet when 
the conduct of the business is guided by those con- 
siderations arising from a broad social point of view 
by-products have becn and may further be discovered. 

The extensive safety movement in this country is un- 
doubtedly a 
may be pointed out that this movement has received 


by-product of casualty insurance and it 


much impetus in those jurisdictions where 


pr 


duct of 


greater 


ivate enterprise is allowed to compete in the con 





workmens compensation insurance than in 


those where the conduct of such insurance is monop- 
olized by a government bureau 
Use or Sratisticat Data 


In connection with workmens compensation insur- 
ance also we have recently developed a plan for secur- 
ing certain data with respect to the trend of wages 
and employment. These data will be secured as a by- 
product of the business and mainly for use in rate 
making. Under this plan there will undoubtedly be 
accumulated a mass of statistical information dealing 
with fundamental economic problems which the na- 
tional and various State governments have been seeking 
to secure at much labor and expense. A broad social 


point of view points out the desirability of freely 
tendering the results of such statistical work to the 
public and the extension of the statistical work of 
the companies and their organizations in like fields 
wherever results meeting a public need may be secured. 
Ts it too much to hope that as the 


companies will come to‘take this attitude? 


work develops the 


3ut even these lines are not the only ones along 
which it seems to me the companies’ activities may well 
be extended if guided by a broad social point of view. 
If there are public needs of insurance which private 
enterprise either has not discovered or has not sought 
to supply, can we condemn as radicals those men who 
seck to have the Government undertake to supply such 
needs? 
to undertake to meet those needs of the public which 
either are not or cannot be met by private enterprise 
Is there any occasion 


Ts it not a common policy of our Government 


unaided by the Government? 


for surpris then, at finding an agitation in Congress 
for governmental activity in extending certain lines of 
community? In 





insurance to the agricultural view 
of the recent tendency for the population to drift to 
the cities and the general feeling that this drift is con- 
trary to the best interests of the public and that it is, 
in part at least, due to superior economic conditions 
cf city residents, there is a well-founded public senti- 
ment that no real need of the rural community which 


can be properly met should go unfilled. 


Hartford Steam Boiler Gets Big Contract 
\ustin, Tex.. May 17.—On competitive bid- 
ding, the State Board of Control has awarded 
the contract to the Hartford Steam Boiler In- 
surance Company of Hartford, Conn., to write 
a $950,000 blanket policy covering the steam 
boiler plants of the nineteen State institutions 
of the State of Texas. The policy is for three 
vears and the premium for that period is 
$2902.33. There are fifty-three boilers at the 
nineteen different institutions and buildings. 


aD 

Charles E. Millen, assistant secretary of the 
\merican Surety Company, was given a lunch- 
eon on Wednesday of last week by the officers 
and the junior officers of the company last 
Wednesday in celebration of his thirty-fifth 
year in the service of the company. The lunch- 
eon was held in the new dining rooms of the 
company on the twenty-third floor of its build- 


ing. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 























GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Iwo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe SpxCTATOR, 
P. O. Box 1117, New York City, N. Y. 


a 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THE MANAGEMENT. 


Practical insurance men of lon 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


& experience 


THE TERRITORY. OKLAHOMA 


The best territory 


DANIEL BOONE, President DANIEL BOONE, Jr., Secretary 


We Want Real Men 


with ability and resources to. , 





develop three or four counties, 


getting and handling sub- 


agents, in -Ohio, Indiana, 
Illinois, Missouri or Iowa. 


FARMERS NATIONAL LIFE INS. Co. 














INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Insurance. 
Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly based. The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. ead 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 








Head Office—Winnipeg. 
EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Dalv, President DENVER, COLORADO 








1857 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


i922 


ST. LOUIS MUTUAL LIFE INSURANCE-CO. 
ST. LOUIS, MO. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wil be given the right 1:.an. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Cffice Box 1117 City Ha!l Station, New York 











F. N. L. Building, 3401 Michigan: Ave: 
CHICAGO, ILLINOIS 
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NEW and up to date policy 
contracts. REAL SERVICE 
to Policyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 




















C. E, Clarke, President TR. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance Commercial and Industrial 














Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 








GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 











Are you seeking an agency in the States of West Virginia 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR. 
Vice-President and Secretary 
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WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


quaranteed low cost policies. | As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
our record is clean and you can furnish evidence of your Ability as a 
a Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 
THE SIGN OF GOOD CASUALTY INSURANCE 








LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 

COMPENSATION GENERAL LIABILITY 
Established 1869 

LONDON GUARANTEE & , ACCIDENT 00, Ltd., °Ewetano" 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 is ohn Street, New York. 
STOKES, | HAUGHTON & SMITH, 
434 Walnut Street, Philadelphia, Pa. 


esident Managers 
ELMER A. LORD & CO, Resident Managers 145 Milk Street Boston, Mass. 
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, GRAND RAPIDS LABEL CO. 


BELS 
FOR FOLDER 
SHOWING ELABORATE DISPLAY 


| MICH. 








ESTERN ASSURANCE COMPANY’ 
OF TORONTO 


FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


Incorporated 1861 





W. B. MEIKLE, President & General Manager 





UNITED STATES STATEMENT, JANUARY I, 1921 


ASSETS, .  eilea wal es $5,279,511 
SURPLUS IN UNITED “STATES. ere Gis cutee $1,734,843 
TOTAL LOSSES PAID IN ae STATES FROM 

1874 TO 1920 INCLUSIVE. éf . $48,637,0491 








List of American Life Insurance Companies 
(Revised to Date) 


Two hundred and ninety-two American legal reserve insur- 
ance companies are now licensed to transact business. Their 
corporate titles, location of head office, capital, names of presi- 
dents and secretaries, are given in convenient form in four pages, 
printed on bond paper, and will be found useful by every com- 
pany, manager and agent. 


PRICE, 50 CENTS PER COPY 
THE SPECTATOR COMPANY 


Chicago OFFICE 135 WILLIAM STREET 





INSURANCE EXCHANGE NEW YORK 








The Accumulation Policy 


AN IDEAL COMBINATION 
OF 
INSURANCE WITH INVESTMENT 


SPECIMEN RATE 
$10,000 AGE 35 $319.00 


TABLE OF SURPLUS ACCUMULATIONS 


Based on continued annual premiums of................... $319.00 
And insurance cost (included) of...................0-+0008- 163.00 

And 4% annual interest after first year on surplus accumu- 
DRIGIS sv acioactatactnuoveseeteasereduniudreunstered: $156.00 

An. Int. Amount 

on Total Payable 

End of Excess Accumu- Accumu- In Case 

Year Paid lations lations of Death 

5 $624.00 $26.50 $688.90 $10,688.90 

10 1,404.00 66.00 1,716.90 11,716.90 

15 2,184.00 114.10 2,967.70 12,967.70 

20 2, "964.00 172.70 4,489. 40 14,489.40 


The Accumulation Fund, or the interest therefrom, may be used for the pay- 
ment of premiums, or withdrawn in cash at any time. Its use, however, does 
not reduce the insurance benefits specified in the face of the policy. No in- 
terest is required on withdrawals. Any balance in the Accumulation Fund 
at the death of the insured is payable to the beneficiary as additional 
insurance. 


We are also writing a policy covering insurance benefits only without invest- 
ment features—Specimen Rate Age 35, $16.30 per $1,000.00. 


Capable Personal Producers Wanted in Twenty States 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 

















Manuals of Compensation, Lia- 
bility and Automobile Insurance 


THE SPECTATOR COMPANY is in a position to supply to Companies 
and Agents Manuals as follows: 


Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen’s compensation and 
liability insurance, the compilers have confined their labors to individual 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws it has been found feasible to compile a basis manual appli- 
cable to all States. Issued in loose leaf form. 


The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 


MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. 


New Jersey Manual of Compensation and Liability Insurance (January 
Ist, 1921.) 


Companies and Agents can also be supplied with Manual dealing with 
Automobile Liability Insurance, in three parts as follows: 


Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 
—Supplement—Listing 1921 Models. 
—Rules for Writing Liability Property Damage 
and Collision Insurance. 
—Differential Rate Sheets. 
Digest of Workmen’s Compensation Laws, Seventh Edition, 
December, 1920 


sé sé 


se sé 


These Manuals are official and can be supplied in quantities to suit. 
For prices and further particulars, address 


THE SPECTATOR COMPANY 


135 WittiAm STREET 
NEW YORK 


CHICAGO OFFICE 
INSURANCE EXCHANGE 

















THE SPECTATOR 
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NOW READY 
Thirty-first Annual Edition, 1922 


THE HANDY GUIDE 


Premium Rates, Applications and Policies 


For Over Three Decades 
THE STANDARD REFERENCE WORK 


FEATURES IN 1922 


Modified Preliminary Term Reserve Tables 
Illinois Standard 


PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan, Cash, Paid-up and Extended Insurance Values 


LEADING POLICY CONTRACTS 


Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 


Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 


PRICES 


FLEXIBLE BINDING, for Pocket Use 
WITH THUMB INDEX (for 30 Cos.)......-..... 
THREE SUPPLEMENTS, Extra 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 

The 62nd Annual Report Shows: 
Premiums received during the year 1921............... 
Payments to Policyholders and their Senetalentes in Death 

Claims, Endowments, Dividends, 
Amount Added to the Insurance ieee Funds 
Net rye Income from Investment 


reserve 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force 
Admitted Assets 
FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 4 
250 BROADWAY NEW YORK 











The Republic — 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the Wor! 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15, 000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to 


Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 


Miss Frances D. Partridge 
Supreme Record Keeper ~ 
Port Huron, Michigan 








WE WANT AGENTS) 
to push our five-point-nine policies. q 
Excellent Iowa territory and liberal 
& contracts for men of good reputation, © 


“THE COMPANY OF CO-OPERATION” 
THE DES MOINES LIFE & ANNUITY CO. 
A..L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lows j 

















SALARY AND COMMISSION” 


offered to capable man to organize an im- 
portant open territory, comprising five coun 


Address 
W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. | 
Scranton, Penna. : 


ties in Pennsylvania. 


























THE SPECTATOR 








THE LEADING FIRE COMPANY 


COMPANY 
LIMITED 





INTER=-OCEAN CASUALTY COMPANY 


FounpDED 1903 
CINCINNATI, OHIO 


Premium Income, 1921 
Increase Over 192 

Admitted Assets, December 31, 1921 
Increase Over 1920 44,377.96 
Capital and Surplus, December 31, 1921 307,908.69 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention.ot Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President Ww. G. ALPAUGH, Secretary 




















; felidlityana Gualty mnpanyof New ork 


K 

» —18%6— = ROBERT J. HILLAS, Pres. —1922— 

Te lAssets - Over Twenty-five Million Dollars 
Reserves . - Over Nineteen Million Dollars 
lusto Policy Holders - - Over Six Million Dollars 

pues paid to Dec. 31, 1921 Over Eighty-six Million Dollars 





CASUALTY LINES Surety Lines 


} ACCIDENT FIDELITY 
». HEALTH COURT 
een ity Casualty Insurance consnaer 
|} AUTOMOBILE DEPOSITORY 
o} BURGLARY and OFFICIAL 
|} ROBBERY CUSTOMS 
"PLATE GLASS Surety Bonds REVENUE 
P ELEVATOR LICENSE 
- BOILER FRANCHISE 
ENGINE EXCISE 
Of FLY-WHEEL MISCELLANEOUS 














“INSURANCE THAT INSURES’”’ 


$6,000.00—$12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $4,000,000.00 





Unusual Agency Opportunities at present in Central 
States 


Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 


W. T. GRANT, President KANSAS CITY, MO. 
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WISE AGENTS PUSH 
“AUTOMOBILE CASUALTY INSURANCE” 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 


THE KANSAS CASUALTY & SURETY CO. 


J. C.O. MORSE, President WICHITA, KANSAS 


** Conservative but Aggressive” 











WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, IIl., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 

















THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 











THE ‘SPECTATOR 
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YOU NEED A LIFE POLICY IN VOUR BUSINESS || ‘. 
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Life Insurance Men: BY hush 
A Contract with our company will insure you 


A PROSPEROUS YEAR 
Best Policies Write us 





You 




























Best Commissions 








INSURANCE COMPANY 
—_, «=INDIANAPOLIS, INDIANA. — 






